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Summer Loveliness — 
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VOICE of the TRADE 


THE independent shoe retailer has 
had the chance of a lifetime but 
has he taken advantage of it? For 
eight months there has been prac- 
tically no public resistance to the 
prices of shoes. The mere fact that 
chains had not raised their prices, 
served as a sort of blanket to indi- 
cate to one and all that shoe prices 


0 You PA 
ce cour Ka 








were on the level. The independent, 
with several prices to offer the 
public was able to juggle his values 
to get a little larger margin and 
render a little better service be- 
cause he had more shoes and more 
prices to offer and was inclined to 
give the public more service at the 
same time. 

Let’s hope he took a profit when 
the taking was good. 

We have watched with a great 
deal of curiosity the strategy of the 
shoe trade on price rises. Shoe men, 
generally, have the feeling that 
they’ve got to tell the public every- 
thing about their business; make a 
great fanfare over the fact that on 
such and such a date, shoes are 
going to increase in price. Not so 
in other apparel industries. They 
raise the price of suits in the back 


office and the public isn’t told about 
it in the window, in the advertise- 
ments and in the conversation of 
the salesmen. The goods are shown, 
a fair price is asked—“Buy it or 
go elsewhere.” The same holds 
true of hosiery, of shirts, ties and 
almost any commodity wearable. 
The shoe man, however, must tell 
the whole cockeyed world that he 
is pushing his prices up and he 
must suffer the consequences. If the 
public thinks the rise is too much, 
it wears the shoes it has on its feet 
a little longer. 

The public knows that the cost 
of living is going up. The cost of 
wearables is going up—but it knows 
about it in a general sort of way. 
Now it is in the position of kick- 
ing about the higher cost of shoes 
because shoe men have put their 
neck out. Maybe the next time we 
rise prices, we will just go ahead 
and do it and say nothing other 
than: “Here’s a good shoe, plus 
good service and it will cost you 
so much money.” If further price 
argument is necessary, let it be said 
over the fitting stool—with a chance 
for a choice between several price 


levels. 
* 7 * 


WELL, well, a real contented 
retail shoeman! A literal quotation 
of-T. P. Hunter who is the man- 
ager of Dobyns Footwear in Long 
Beach, California. “No man is 
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happier or luckier than I. | have 
a fine family, a fine new home, live 
in a good town and am doing the 
kind of work I thoroughly enjoy. 
Business is good and every pros- 
pect points to our enjoying a won- 
derfully good year. With all that, I 
consider myself a pretty lucky shoe 
retailer.” 








KENNETH COLLINS, vice-presi- 
dent of Gimbel Brothers, Inc., says: 

“I am no prophet. Nor have I 
any ambition to join that unwel- 
come band of people who are for- 
ever trying to foresee the future. 
But I do hear from many markets 
every day about the tremendous 
increases in the number and pro- 
ductivity of manufacturing plants. 
I hear about the extremely san- 
guine expectations of the producers 
of goods. I see the gambling spirit 
coming back into American indus- 
try. All these factors seem to be 
the new handwriting on the wall, 
for they indicate that if history re- 
peats itself, we will probably find 
many manufacturers who have bit- 
ten off more than they can chew.” 

Pointing out that “there are still 
periods in any recovery when the 
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excessive enthusiasm of many man- 
ufacturers leads them to over-pro- 


duction,” he said that such a course - 


leads inevitably to a damming up 
of merchandise on the shelves of 
manufacturers and wholesalers. 
“This damming up in_ turn 
brings a recession—even though it 
may be temporary—of prices. I 
for one feel strongly that some 
such recession lies ahead of us dur- 
ing the coming Summer months.” 
a * * 


ESSE ADLER, president of the 
Adler Shoe Stores and Chairman 
of the Public Relations Committee 
of the Shoe Club of New York, re- 
turned from Buenos Aires last 
week, having made a study of con- 
ditions of the raw hide market in 
the Argentines. 

The fact that South American 
hides have been steadily advancing 
for months necessitated his per- 
sonal investigation. He discovered 
that where the United States takes 
over half of its world imports of 
hides from the Argentines there 
is a possible danger of war-minded 
countries competing for this heavy- 
weight type of leather. Argentine 
raises cattle to reach their full age 
and weight thereby producing 
heavy-weight leather suitable for 






ARGENTINE 
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the soles of men’s shoes. Whereas 
in the United States the demand 
is for baby beef and the result is 
light steer hides and small cow 
hides. 

During the month of January, of 
this year, Italy purchased from the 
Argentines almost half the quantity 
taken by the United States and 
more than twice the quantity 
shipped to England. While Ger- 
many, which has been competing 
with America for first place, 


dropped to third position. 

Mr. Adler discovered that one 
of the prime reasons why the Ar- 
gentine was the great source of 
heavy sole leather was that grazing 
on the Pampas made the perfect 
place on the face of the globe for 
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WHAT AGE ADAM? 








—"How old is Ann,” is a juvenile 
_— of ancient vintage. 
ut "how old is Man" is a far 
more serious and intellectual 
problem. 

—Only recently the International 
Symposium on Ancient Man has 
been holding sessions in Philadel- 
phia. 

—Famous anthropologists from all 
over the map have produced 
skulls, wish-bones, knick-knacks and 
what-nots in an effort to prove 
the beginnings of Man in his 
present form. 

—But whether Man “started” 250,- 
000 years ora million years ago 
seems to be anybody's guess. 

—Learned Dr. Robert Broom says: 
"Man is the end of evolution. | 
think evolution has stopped and 
that ten million years from now 
there will be no new forms of life 
on earth." 

—Big thoughts and big guesses! 

—But if Man is through with Evolu- 
tion, he is just at the threshold 
of Revolution. 

—What the outcome will be is, too, 
anybody's guess. 

—lIt's not as easy to look into the 
future as it is to examine the past. 

—Looking backwards we can get a 
fairly clear idea of what our pro- 
genitors have done for us. 

—But our job is to think about what 
we are going to do for posterity. 
One of our cynics remarks “What 

as posterity ever done for us?") 


Zeus 6 THE 


President 





the production of full weight ani- 
mals. Also the Argentine consumed 
very little of its own sole leather 
and had a great exportable sur- 
plus. The United States, on the 
other hand, hardly ever produces 
enough hides to satisfy its own de- 
mands. Only during two of the 
leanest years of the depression was 
the hide take-off in America ade- 
quate to the American markets 
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need; and this was brought about 
by an economic condition and is — 
one of the reasons why shoes were 
as economical during depression 
years. But now that we are back 
again in the world market com- 
peting with the possible war de- 
mand of Europe and the Orient, 
Mr. Adler sensed a market condition 
that necessitated his study in the 
Argentine. 

Prosperity and scarcity of un- 
employment were predominant in 
Argentina and Brazil. These coun- 
tries seemed to be forging ahead 
with great force. 


* * * 


MAASTER merchant Selfridge 
makes a mistake and acknowledges 
it. When Gordon Selfridge, the 
American merchant who established 
Selfridge & Company, in London, 
purchased the business of White- 
ley’s, the terms included a guar- 
antee of 25 per cent dividend to 
the share-holders of that company 
for fifteen years. Now Mr. Sel- 
fridge says: “I was a little too 
hasty and must take the blame.” 
The guarantee has still five years 


to run. 
* * * 








CAVE SEDEM 
Beware the deadly sitting habit, 
Or, if you sit, be like the rabbit, 
Who keepeth ever on the jump 
By springs concealed beneath his 


rump. 
A little ginger ’neath the tail 
Will oft for lack of brains avail; 
Eschew the dull and slothful seat 
And move about with willing feet. 
Man was not made to sit a-trance 
And press and press and press his 
pants ; 
But rather with an open mind, 
To circulate among his kind. 
And, so, my son, avoid the snare 
Which lurks within a cushioned 
chair; 
To run like hell, it has been found, 
Both feet must be upon the ground. 
THEODORE F. McManus 

















HRAYMOND A. GRIFFIN is the 
third generation of his family to 
carry on one of the oddest of occu- 
pations — making laugh-provoking 
footwear for circus clowns. 


Griffin has been getting the laughs 
for 55 years. The circus profession, 
particularly the clowns, has labeled 
him “tops” in the trade. Griffin, by 
their admission and continued pur- 
chases, can make a pair of shoes 
the most ludicrous-appearing ob- 
jects seen under the “big top.” 


* * * 


A LOT has happened in 59 years! 
Yet the Niebur Shoe Store of Pitts- 
field, Ill., has been in the family 
and a family shoe store all these 
years—since 1878, to be exact, 
when F. W. Huseman, a _half- 
brother of the senior Niebur, 
opened the store. In 1880, Niebur 
started to learn the shoe business 
with him and in 1890 purchased 
the store. F. W. Niebur says: 

“You learn a lot in 59 years. 
We have. We've discovered the 
value of efficient, courteous ser- 
vice.” 

Ben Niebur, the younger mem- 
ber of the firm, gives the modern 
touch to the firm’s many years of 
experience, and says: “We know 
what Pike Countians like—and we 
have it at the price they want to 
pay. 

“To be in business this long we 
must have what they want when 
they want it.” 

* Sa * 
IDR. SCHOLL’S Foot Comfort 
Week will be held June 5 to 12. 
Retail shoe merchants and shoe de- 
partments from coast to coast are 
tying in with this sales event. 

Dr. William M. Scholl, world- 
noted foot authority, states that 
broadcasts will be made over 
twenty-two radio stations that prac- 
tically blanket the entire country 
—and in addition, a full page in 
the Saturday Evening Post, June 5 
issue, and other newspapers and 
magazines will be used to remind 
eighty million foot-weary Ameri- 
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1937 


cans that this is the time to obtain 
relief from foot troubles. 

Window display material and 
interior unit display, merchandise 
cards, ad plates for local news- 
paper advertising are among the 


helps which the company is making ' 


available to thousands of shoe men 
who will participate. 
_ i a 


THE forty-fourth anniversary of 
Hornung’s Shoe Store in Terre 
Haute, Ind., was marked by full- 
page advertisements stating: “Now 
the oldest individually owned shoe 
business in Terre Haute, Hornung’s 
has served this community continu- 
ally since 1893. Originally founded 
by Otto C. Hornung, the business is 
now operated by Rahe 0. 
Hornung.” 

Verification of shoe-fitting by the 
X-ray has been a practice of this 
store for the past fifteen years and 
they claim to have purchased the 


first one in Indiana. 
* * * 


FIFTY years shining policemen’s 
shoes, was an event for Philip 












Cestaro. The platoon of policemen, 
with night sticks sharply raised in 
salute, was the occasion for Police 
Captain William J. Kent to give the 
veteran bootblack a large silver lov- 





THANK. 
You 
Too 
MUCH 


wires 


ing cup, a scroll and $100 in gold 
——at the Old Slip Station House in 
New York City. 

If you have a bootblack in your 
store, let him know that his is an 
honorable occupation. In the words 
of Capt. Kent, when he made the 
presentation to Cestaro: 

“You have endeared yourself to 
all policemen who came in contact 
with you. Your life has been an 
honorable one; you have been an 
excellent citizen. The police depart- 
ment is proud of you and of your 
work, for you always sent a patrol- 
man out on post with a shine to 
brighten his spirits.” 


uf 
























"This is the only way | can try on tap dancing shoes." 
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NATIONAL Sport Shoe Week, May 22-29, 1937, 
offers a double opportunity. First, to dramatize the 
new sport shoe styles to meet women’s desire and 
demand for new footwear fashions. Second, to in- 
crease men’s interest in sport shoes—a very definite 
opportunity for increasing the per capita demand for 
men’s shoes in 1937. An increase in children’s sport 
shoes will logically follow increased adult interest. 

Six successful yearly Sport Slioe Week promotions 
have coincided with (and probably influenced) an 
ever growing public interest in sport shoes. Keen co- 
operative effort by all the shoe stores in your town 
will give a dramatic start to a bigger and better 1937 
sport shoe season in your community, in which every 
merchant who does a good merchandising job will 
share. 

Three points are presented for the consideration of 
local shoe men when they get together to plan their 
Sport Shoe Week promotion. (1) To agree to with- 
hold “early season bargain sales” of Summer shoes. 
(2) To postpone Summer shoe clearances until mid- 
July. (3) That every store will make a wholehearted, 
100 per cent effort in the promotion of Sport Shoe 
Week, both cooperatively and individually. 

For the best results the work of planning and pre- 
paring the promotion program should be divided. 
Under the direction of a general chairman, the best 
persons available should be chosen as secretary and 


. STARS * 
OF STYLE 
* RIORDAY * 
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A 

THREE-POINT PLAN 
For 

SPORT SHOE 
PROMOTION 


Suggestions for teaser ads to use in the 
week preceding the announcement of 
Sport Shoe Week. 









treasurer (to collect special fund); display committee 
chairman (in charge of display plans); advertising 
committee chairman (in charge of advertising); fea- 
ture committee chairman (special features); news- 
paper contactor (to work with newspaper writers) ; 
radio director (to supervise radio features). 

With the right persons assigned or elected to these 
key positions at the first meeting (an open one) at 
which pledges for ad space and general cash funds are 
taken, a mighty keen program should be forthcoming. 
Let chairman select their own assistants, if possible. 

A big feature should be made of window displays 
and store decorations. The committee should provide 
signs for each store to be pinned to the window 
covering. 


SOMETHING doing behind this curtain! This window 
is being specially trimmed for SPORT SHOE WEEK. 
Open Monday Evening at 7:00.P.M. Vote for the dis- 
play you think best. 

Considerable latitude should be given in the decor- 
ating of the windows, so long as they incorporate the 
phrase “National Sport Shoe Week” in their make up. 
Bunting decorations for the store fronts and interiors 
should be similar (perhaps purchased in quantity). 
Green and white is suggested for the colors. The cut- 
out signs sketched can be made in quantities with a 
stencil and air brush. 
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National Sport Shoe Week is a natural 
for cooperative promotion. It’s up to 
every shoe merchant who is interested in 
selling more sport shoes at a profit this 
Summer to work with his fellow mer- 
chants to make the local celebration an 
event that will get big immediate atten- 
tion, and be remembered by everybody 


in the community all Summer long! 





by R. E. ANDRUSS 


Merit certificates should be provided for stores win- 
ning first, second, third prize, with plenty of “honor- 
able mentions” for those who try, but don’t win. Have 
cash prizes for the display men who design and install 
the winning windows. 

If your Sport Shoe Week advertising feature breaks 
in the Sunday papers, also have a story about windows, 
and an ad announcing the display contest that includes 
a coupon for the reader to use in voting for the best 
window display. Also have reprints in the stores for 
those who want them. 


EENCOURAGE stores to have good interior displays also 
using the green and white in bunting, panels, or however 
the display man may plan. Photographs of prominent 
people as well as places can be brought into this series. 
There is practically no limit to the possibilities. (Be 
sure to get publication releases from the people appear- 
ing in pictures that you use.) 

As another tie-up, announce that group photographs 
will be taken Monday night of the people before the 
various stores looking at the Sport Shoe Week dis- 
plays—that the head of one man and one woman (or 
more) in each photograph will be circled—and the 
lucky person will receive a pair of $5.00 (or $5.00) 
Sport Shoes Free, upon identifying himself in the pic- 
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SPORT SHOE WEEK 


°e & 
Gea 


MAY 22- 


Photographic blow-ups make splendid backgrounds or back 

drops against which sports shoes may be displayed. Actual 

photos of local sports events, if properly released, will create 
great interest. 


ture when it appears in the store window on Tuesday 
or Wednesday. 

Monday night have girls dressed in green and white 
costumes carry baskets of tags to distribute (see sketch) . 
If they’re cute and clever they can have tags in many 
lapels and on the handles of car doors. 


EF the number locally available justifies, have a 
parade of sports start Monday night! The local base- 
ball team, golf champs, and all the other local sports 
celebrities. To make it real good hold an advance elec- 
tion (sponsored by the newspaper) to choose the King 
of Sports and the Queen of Summer. The identity of 
the stores should be kept under cover. Loving cups 
can be presented at a local theatre. 

By the way, the election of the King of Sports and 
Queen of Summer can be carried on by the newspaper, 
with a vote for each coupon clipped from the paper 
between May 1 and May 15. That will not hurt your 
stand-in with the newspaper! 

In your advertising and displays use the phrase 
“Make the cheerful change to Sport Shoes and enjoy 
the Summer more,” and other smart lines. 

This article gives you a good working plan as a 
basis for your first general meeting. 

In some communities it may not be possible to arouse 
the interest of the shoe merchants in a general coopera- 
tive promotion. This need not discourage the individual 
retailer who feels that Sport Shoe Week is “right down 
his alley.” If there is to be no cooperative promotion 
in your town the next best thing is to “go it alone.” 
And there is no good reason why any live, enterprising 
store should not create enough interest, by its own 
efforts, to make a success of Sport Shoe Week. 
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Forward movements in throat treatments the important pattern note. 


CHIC Parisians who swarmed over the green lawns 
of Longchamp and Auteuil at the opening of this year’s 
brilliant racing season, put their best foot forward, wore 
smart Spring costumes and very swanky shoes. 

Color was king on opening days. One-color costumes 
and two-color schemes varied the scene. Even black, 
the standby of French women through the thick of 
Winter and thin of many a sultry Summer, took on 
color at the top. Black ensembles were accented with 
bright hats. 

Shoes matched dress in berry or wine reds, in black, 
navy and brown. With green outfits it was a toss-up 
between brown or green footwear. The tendency for 
smoke blues, and other soft medium and lighter blues, 
was to feature brown for the accessories, brown suede 
for shoes, gloves and purse, with the hat either blue or 
brown. Black ensembles, bright hatted or otherwise, 
demanded black shoes. 

Pumps with high throat treatments were the chief 
order of the day for both openings. Footwear patterns 


were dominated by high tongues, or buckled fronts, or 
en avant or forward movement, with rosette or cocarde 
treatments also pushing to the fore. Trimming black 
antelope with patent leather, and colored suede with the 
same color in kid, were details repeated over and over. 


A LINK-UP noted between glove embroideries and em- 
broidery suggestions on shoes. Green suede pumps 
were flower-embroidered with glace kid in self color, 
and stitched in embroidered effect on the toe. Dress- 
making touches were seen to be developing swiftly, in 
godet motifs that flared forward and in cocardes or 
rosettes that did practically the same thing. Both these 


‘clever devices provided the “high” note at the same 


time. 

Striking among costume items seen at the race tracks, 
was the strong note of brown. Brown mixed with yel- 
low or beige in checks and tweeds. It was touched up 
with soft pale blues, in hats, scarfs, gilets. It did heavy 
accessory duty with other colors, and got in many effec- 
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The many appearances of brown and wine red shoes are highly significant. 


1—Soft light greens spot chic race 

track gatherings. These green suede 

shoes were seen at Auteuil, with 

vamp double stitched in self color, 

and tongue flower “embroidered” 
with glace kid. 


oy 
ALICE MAXWELL APPO 


PARIS EDITOR 


tive strokes in furs. Nutria-trimmed, light green suits, 
and ensembles in violet and wine bordered with brown 
or deep blue fox, were numerous, also stunning swagger 
top coats in beaver. 

Black was touched up with light blues, especially in 
flower hats. Some multicolored flower turbans high- 
lighted black costumes, as did black straws with white 
flower trimming. 

All Paris is really represented in these race styles. 
The same chic monde go to the Ritz, the Georges V, 
Maxim’s, the new Plaza Athence and its fashionable 
grill, the Relais Plaza. 


2—This pump in brown 
antelope underscored a 
wool sports suit in tur- 
quoise blue, topped by a 
turquoise felt hat, as noted 
at Auteuil, All the other 
accessories were brown. 
The corrugated buckle was 
covered with the leather 
and unlike most buckles 
of the sort, was scooped 
out at the back. 


3—The kind of buckles race track meets are sporting this 

Spring. In shiny galalith or plastic, sometimes in leather. The 

three-tiered number was lizard covered to match the brown lizard 
pump 


4—The forward or en avant movement as glimpsed at Long- 

champ in a navy suede shoe with a pleated suede “godet” in 

front. Worn, of course, with navy ensemble. Three rows of 
navy kid were stitched on like braids. 


5—Growing, the use of cocarde effects to give height, also “for- 
ward” lines to French shoes. Longchamp saw these cocarded 
pumps the opening day of the famous race track, in black suede 
and patent. Diagonal patent piping across the toe ends in a 
border for the frilled front, with a small patent bow at the base. 


6—These shoes went with an osprey fronted pill box hat in 
black grosgrain, a black crepe frock, and a mink coat, the open- 
ing date of the Auteuil races. They combine black antelope 
and patent leather and fasten with a shiny black cabochon clasp. 


7—Swanky French pumps tend to tallness, and to scroll work in 

incrustations which copy dressmakers’ top-notch trimming no- 

tions this Spring. These pumps seen at Longchamp were in 

black antelope and patent leather, with a centerfront seam to 
the toe tip. 


















Youngstown Footwear Institution, Founded 40 Years Ago, 
Boasts of Every Modern Facility and Improvement—Eight 


Separate Shoe Shops Under One Roof 


« 
RE " 


@PENING of the new Lustig’s Shoe Store some weeks 
ago, gave the city of Youngstown, Ohio, a retail shoe 
establishment that is undoubtedly one of the most 
( beautiful shoe stores opened in the United States this 
year because of its all-glass front, the luxurious ap- 
pointments of its interior and the many advanced fea- 
tures of store equipment from air conditioning to 
indirect lighting. 

The complete remodernization of this 40-year-old 
establishment represents an investment of more than 
$75,000, while $175,000 more was required to stock 
the store with 50,000 pairs of the latest styles in qual- 
ity footwear for men, women and children. 

Designed by Pioso & Peterson of Chicago, leading 
store architects, the modernistic black and gray glass 
front presents an exterior of unusual beauty in archi- 
tecture. A black glass surface frames the first-floor 
display windows and the 25-foot window of the second 
and third stories. The gray background of the two 
upper stories is broken into panels by the bronze trim- 
ming. The front is most impressive at night when 
the blue and gold Neon letters of the words “Lustig’s” 
and “Florsheim Shoes” give a contrasting color effect. 

The principal innovation in the interior of the new 
Lustig store is the creation of eight separate depart- 
ments to handle the same number of distinct classes of 




































Large phote at the left shows main floor 

Budget Shop on opening night; lower left, 

Budget Shop and children’s department. 

Upper right on this page, men’s depart- 
ment in Downstairs Store. 













A Shoe Store’s Life 
Begins at 40 






NEW LUSTI6 STORE 
Among The Year’s Finest 


merchandise. This departmentalized set-up, represent- 
ing a definite policy of specialization found in stores 
in New York and Los Angeles, is tangibly reflected in 
the display windows in the foyer, which are divided 
into eight distinct compartments. 

The division of three pesarate departments on the 
main floor, the budget shop for women, the men’s shop 
and the Co-ed shop is physically evident by means of 
the variations in the colors and type of furnishings. 
Medium priced merchandise is offered on the first floor. 

Higher priced quality shoes for women are seen in 
the luxurious wood paneled salon on the second floor, 
which is also occupied by the novelty-decorated juvenile 
shop and the newly-created foot health department. 

The champion shop for men and the downstairs store 
for women and children complete the departmentized 
set-up devised to carry on more efficiently a modern 
method of shoe merchandising whereby footwear of 
different types and various prices can be made more 
easily available to the public. 


T HE complete rebuilding of the store was occasioned 
by an early morning fire which destroyed most of the 
fixtures and stock last September. 

Joseph Lustig remains president of the firm, with 
Ed Kline, a son-in-law, as vice-president. Bert Lustig 
is general manager, secretary and treasurer. Always 
located at the same site, Lustig’s has slowly grown 
from a small fourth-rate store to one which Bert Lustig 
believes is one of the finest stores between New York 
and the Pacific Coast. Steps in the gradual expansion 
of the firm included the absorption of the Cornelius 
Turner shoe store a few years after Lustig’s was 
founded; the taking over of the adjoining Smith 
jewelry store five years after that, and the complete 
rebuilding of the store in 1923 under the direction of 
Bert Lustig. 

Four years ago the downstairs store was added. in 

[TURN TO PAGE 39. PLEASE | 





SEND out a letter sug- 

gesting your special gift 
box of hosiery for Mother's 
Day. Emphasize the fact that 
you will fill mail orders, and 
that you will make deliveries 
anywhere in town next Sunday 
morning. Suggest ordering by 
telephone. 


8 A table display of your 

Mother's Day gift box of 
hosiery, and other suitable gift 
items should be arranged up 
in the front of the store for 
the day. See that the display 
card tells the story. See that 
salesmen push these items, too. 


12 IF you had a good run 

on your Mother's Day 
hosiery gift box, today's check 
of stocks will probably find you 
low on some colors and sizes. 
If so, get your orders in 
promptly, for this is the season 
when you cannot afford to 
have hosiery “outs.” 


1 FIVE Saturdays in May! 

Be sure you have some- 
thing special in the way of 
sales promotion planned for 
each one of them. Today, for 
instance, you might start the 
month off with a one-day 
hosiery sale featuring several 
good special values. 


5 WHEN you make your 
weekly check of stocks to- 
day have particularly in mind 
the coming Summer season. 
Does your check show that you 
are prepared? Consider par- 
ticularly such lines as sports 
footwear, bathing shoes and 
hosiery in Summer shades. 


13 IS the store ready for 


Summer? Have you 


changed your window and in- 
terior backgrounds and dis- 
plays since Spring opening? 
Are the electric fans all in 
place? And how about vaca- 
tions? Have you arranged the 
schedule for all employes? 
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ARE ali salespeople sug- 

gesting the Mother's Day 
gift box of hosiery to ALL cus- 
tomers? This should be done 
all this week. Have you se- 
cured the names of the local 
graduating classes so you can 
send out a letter on graduation 
footwear? 


1 0 THIS week your windows 

should feature Summer 
style footwear, with interesting 
display cards pointing out new 
style features. Arrange new 
interior displays throughout the 
store, too, featuring the best 
of your new styles for Summer 
year. 


1 4 IF you have not already 

perfected your plans for 
Sport Shoe Week, May 22-29, 
now is the time to check up on 
advertising and window dis- 
play plans. Be sure you have 
everything ready to launch the 
big push. Today's ads should 
feature late Spring and early 
Summer shoes. 


THE SHOE STORE 


Deserve Good Sales Promotion 


3 NEXT Sunday is Mother's 

Day, so there should be a 
window display of suggestions 
for Mother's Day gifts all this 
week. Feature a box contain- 
ing three pairs of hose and 
such other suitable items as 
house slippers, dress shoes and 


handbags. 


TODAY'S ads for Satur- 

day selling should feature 
"Gifts For Mother's Day" in 
a big way. Play up the fact 
that you will handle telephone 
orders. In addition your ad 
should give good space to 
early Summer style footwear 
and men's shoes. 


11 THIS should be just 

about the right time to 
send out a letter or folder an- 
nouncing men's Summer foot- 
wear, and urging your men 
customers to come fo the store 
this week and see the new lines. 
Announce Saturday as "Sum- 
mer Shoe Day." 


15 THIS should be a busy 

Saturday, but try and 
give some thought to planning. 
what you intend to feature and 
promote next week. Gradua- 
tion time is not far away and 
it's a logical time to talk about 
shoes, stockings and hosiery 
appropriate for this important 
occasion. 
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CALENDAR for MAY 


A Working Schedule for Busy Merchants 


90 HOW is your stock of 
children's play foot- 
wear? With vacation just ahead 
there will be a constant de- 
mand. This can be stimulated 
by some sort of a promotion 
around June |. Why not plan 
now for a mailing to go out 
the first week of vacation. 


94 THIS Week's ads and 
windows should play up 
sport and outdoor footwear. 
This week-end brings a 3-day 
holiday, because Memorial Day 
will be observed on Monday. 
This is the first holiday of the 
Summer season and it will stand 
vigorous promotion. 


98 TONIGHT you should 
have a big, smart ad 
featuring "Footwear for Memo- 
rial Day". Play up your style 
lines and don't overlook men's 
and children's shoes and ho- 
siery. Change your windows 
too, if you can do anything to 
make them MORE interesting. 


1 WHY not make the 

theme for this week's 
windows "Footwear for Grad- 
uation." This theme is broad 
enough to enable you to make 
a comprehensive display of 
your smartest style shoes for 
young women and young men, 
as well as your white footwear. 


9 SPORT Shoe Week be- 

gins tomorrow. Today's 
advertising should devote gen- 
erous space to featuring this 
event and should show illustra- 
tions of some of your most at- 
tractive styles. Plan to put in 
a special Sport Shoe Week 
window tonight. 


95 WHY not send out a 
mailing card today fea- 
turing "New Footwear for the 
Memorial Day Holiday"? And 
that suggests your mailing list 
—is it up-to-date? How long 
since you have checked it over, 
added new names and removed 
the dead ones? 


99 IF you have not formu- 

lated your plans for June 
you had better be giving some 
thought to this over the week- 
end. Don't do it today! This 
is the last business day of May, 
1937, and your entire day 
should be given over to the 
business of SELLING! 


18 THIS is probably just 

the right time to send 
out your letter or announce- 
ment on graduation footwear. 
Some stores offer a slight dis- 
count to graduates to get their 
trade, but most stores find it 
unnecessary to give away their 


- profit. 


992 WHY not arrange to 
have your salespeople 
wear new sport shoes today 
and all next week, offering 
some liberal financial induce- 
ment so that the purchase will 
not be burdensome? And re- 
mind them to suggest sport 
shoes to every customer. 


96 TODAY you make your 
last stock check for the 
month of May. What will it 
show? Are your stocks com- 
plete? And are they being 
properly reduced for Summer? 
And, most important of all, are 
you DOING ANYTHING about 
the information the check 
gives? 


19 CHECK your stocks 

again today. And to- 
day's check should show a 
smaller stock investment than 
a month ago if you're proper- 
ly reducing stocks for Summer. 
This does not mean you should 
have "outs"! You cannot af- 
ford these at any time! 


97 YOU will want to have 

some sort of a patriotic 
display in your window over 
the week-end. Now is the time 
to plan it and secure whatever 
“properties” are needed. Con- 
sult your local American Le- 
gion. They will supply you with 
plenty of material. 


31 (MEMORIAL DAY) A 

holiday, and the best 
way to use it is to observe it, 
for tomorrow marks the begin- 
ning of the Summer footwear 
season when it will take hard, 
constant selling to get your full 
share of the business! 
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The Editors OuitlooR 


The Priceless Ingredient in Shoes 


ARE we heading into a period of substitution to 
maintain a price? For example, let us consider the 
materials needed for a Fall selling season. Obviously, 
suede in Fall footwear will be “tops.” As prices go, 
superior suede made on calf or kid will cost more 
than last season’s run. Such additional cost for a 
wanted material may push the shoes into a price 
bracket above the low field. 

To give the public a shoe that has a suede-look, 
everything from suede on paper to a_ synthetic 
suede on fabric will be attempted. All because a price 
must be maintained rather than a quality. 

The mere fact that a good suede leather neither 
crocks nor shines nor mats is forgotten as long as the 
price principle is maintained: “See the surface and 
you see all.” So a grand material may be lost to a 
public that appreciates it for want of a policy on price. 

The news tells of an exposition to be opened in 
Germany, built on the principle of “ersatz” to show to 
the world what has been done in producing synthetic 
raw materials to take the place of the real. You hardly 
need to go to Germany to find an ersatz philosophy 
in goods. 

Not that there isn’t a proper appreciation of an 
honest fabric, an honest substance and materials that 
have been produced by chemical and inventive in- 
genuity. The gabardine acceptance last season was 
token of a popular acceptance of a good material, 
styled and timed right. All these substances are in 
use in shoes and have a proper place in the economy 
of industry. But when deliberate misrepresentation is 
proposed, the uses of substitutes for suede leather in 
shoes bring about a serious situation. 

The customer expects suede leather in good shoes 
and is told that it is suede, when it is actually onlv 
“sueded” material. At that point, deception and dis- 
honesty enter the picture—for suede leather is some- 
thing that must start with a leather base. A suede 
shoe is not always suede as the trade knows it, but a 
suede leather shoe should be none other than leather. 

No customer fears the truth if properly told the 
values in footwear. Give the public a chance for a 
choice between shoes made to meet a price and shoes 
built to meet a quality. 

Because shoe men build shoes to meet a price, the 
salesmanship of the article is in the price label rather 
than in the intrinsic values of the article as a usable 
and pleasurable commodity. There is indeed a terrible 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


amount of timidity in the shoe industry due to the 
lack of aggressive salesmanship. 

Shoes are expected to sell themselves in the majority 
of fixed-price stores and nationally-advertised depart- 
ments, at prices set by chain headquarters or in the 
manufacturer’s office. 

There is no chance for a choice in a one-price store, 
so it is natural, under that policy, to buy shoes across- 
the-board even though the costs may have a wide span 
between the ingredients. 

The wanted material, with a bit of salesmanship 
behind it, might command a better price but the “line 
policy” prevents. 

So now many a store is carrying runs of shoes that 
give a flexibility to price—i.e., the very perishable 
high fashion in shoes costs more and is worth more 
to the public. The standard and classic shoe is perhaps 
stabilized by the fixed-price policy. 

If salesmanship were more apparent in shoe stores, 
there would be greater opportunity for giving the 
public that necessary chance for a choice. 

Today that opportunity is increased by the fact that 
women and men are appreciative of better shoes after 
five years of rigid economy. As we have said before— 
fast fashion shoes are in a very enviable position be- 
cause women, men and children are giving expression 
to their financial betterment through better shoes. 

But reverting to the paragraph that opened this page 
—1may we quote the most timely phrase of the day— 
“The priceless ingredient of every product is the honor 
and integrity of its maker.” 

We want to see good shoes made better, not cheap- 
ened to meet a price. One of the greatest slogans in 
the trade was: “Keep the quality up.” It certainly 
should be repeated: today because the shoe business 
grows and prospers only on the basis of values. 

The public is not resisting higher prices because 
of a fifty-cent rise. It is appreciating the values that 


it has received in shoes the last year, on the basis of 


profitless prosperity to the industry which serves so 
well but not so wisely. Between a real pair of suede 
leather shoes and an ersatz value (even though it 
meant an additional fifty-cent rise) the public wouldn’t 
protest much. They want shoes that are true to the 


ingredients. 
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ADVERTISES ITS 





What darling shoes! 


Den't ccf Woodward Avene chert on elaborate 


end yet u wos 
the emartness ond beauty of itewindows .. artistionlly laid out and experdy 
Pith = handled.” 


Mast Pyle windows are lhe that—die- 
reaeereetl egal by campy” and wat 








AND HERE'S THE NEWSPAPER 
AD, three columns wide, ten inches 
deep, by which the famous Detroit 
shoe store “sold” this window, and 
Fyfe windows in general, to the 


women of the motor city. 


LAST week we showed how a New 
York store, Saks Fifth Avenue, used 
newspaper advertising for the purpose 
of directing attention to an unusual 
group of window displays. This week 
we reproduce an advertisement and 
a window display by Fyfe’s, Detroit, 
illustrating a somewhat different ap- 
proach to the same objective, namely, 
making window displays more useful 
and productive by selling them to the 


HERES THE WINDOW DISPLAY, 
designed . E. Whitelam, display 


manager at Fyfe’s, Detroit, to present 
oh ing models 
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WINDOWS... 


And Thereby Endeavors to Make More People Shoe Display 
Conscious, So They Will Stop, Look—AND BUY 


public through newspaper advertising 
—and thereby causing more people 
to look at them. 


BRETAIL merchants, by and large, 
are more “window conscious” today 
than ever before. By that we mean 
they have a greater appreciation of 
the publicity value and selling power 
of visual merchandise displays. More 
thought and study is being devoted to 
the planning and production of at- 
tractive, interesting displays of all 
sorts of merchandise than ever in the 
past, and more money is being spent 
on windows and merchandise displays 
within the store. Modern merchants 
are keenly aware of the fact that 
there is a tremendous sales psychology 
behind the theory and practice of dis- 
play, which, reduced to its simplest 
terms, is simply giving prospective 
customers a chance to look over the 
merchandise under the most favorable 
conditions of location, arrangement, 
lighting, etc. 

Shoe merchants have been leaders 
in this modern development of win- 
dow and interior displays. Many of 
the more alert and enterprising shoe 
retailers were quick to recognize the 
importance of visual merchandise 
presentation in the new scheme of 
selling, with the result that shoe dis- 
plays generally have shown a remark- 
able improvement, amounting to an 


actual transformation, from the stereo- 
typed style of shoe window so famil- 
iar a few years ago to the great variety 
of distinctive, original and interesting 
displays to be seen in every city and 
every important trading community 
this season. Department stores must 
also be credited with liberal contribu- 
tion to the progress of the movement 
for better shoe displays. Their win- 
dow experts have in many cases 
pointed the way in the creation of 
new display ideas that have proved 
a genuine contribution to the art of 
shoe window design, and an influence 
in raising the standard of shoe dis- 
plays generally. 


IBUT regardless of how interesting, 
artistic or appealing they may be, 
window displays are valuable to shoe 
stores only to the extent that they are 
seen by people who may be interested 
in buying shoes. Recognizing this 
fact as fundamental, retailers who 
spend real.money on their windows 
are now considering the problem of 
how to get more people to look at 
them. Artistic backgrounds, attractive 
color effects, good lighting and other 
features which add to the “attention 
value” of displays all help to accom- 
plish this purpose. They may “stop 
the crowds,” if the crowds pass your 
store. But what about the people who 


(TURN TO PAGE 40, PLEASE] 
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KISTLER ‘BENCH BRAND” SOLE 
LEATHER MAKES FINE APPEARING, 
SERVICEABLE BOTTOMS 












)C 


Because our tannage most perfectly protects the 
fibrous structure of the hide, the best of wear will 
lie beneath any finish. It is well to remember that 
Kistler “BENCH BRAND” Sole Leather combines 
the qualities which create consumer interest, in- 
fluence purchases and secure repeat business. Men’s 
shoes bottomed with this sole leather can broaden 
your market, not only for shoes but the other essen- 
tials you may sell to men. Customers are never slow 
to promote by word-of-mouth advertising that 
which serves them well. 
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THIS CHART REPRESENTS A 
SIDE OF LEATHER. THE PART 
USEO FOF KISTLER “BENCH 
BRAND" SOLES ISABOUT 1% 
OF THE WHOLE SIDE. 
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**WOUNG BILL” MacAVOY worked hard in the 
shoe department of a large department store. He had 
been there only three months, but the boss had given 
him two raises in salary with a promise of another 
in the near future. 

“Young Bill” was termed “lucky” by the three 
older salesmen who worked in the department, because 
too often he held the high sales book for the day. The 
boss never lost an opportunity to “pour it on” when 
this happened. This made the other three salesmen 
very unhappy. They didn’t like to be “shown up” by 
one so inexperienced as “Young Bill.” 

Mrs. Martin was the lady known store-wide as “The 
Pill.” She was so called because of her mania to 
buy, then return the merchandise the next day with 
some sért of flimsy excuse, for credit. Shoes were her 
hobby. By using the excuse, “They just don’t feel 
good on my feet,” she could go for days and days. Too 
often the shoes came back with ugly marred places on 
the soles which would take a lot of explaining to the 
future customer. So it happened that when Mrs. Martin 
came into the department, the three older salesmen 
made themselves busy with various little odd jobs, and 
“Young Bill” stepped briskly forward and proceeded 
to wait on her. The inevitable was not long in coming. 

“] think these will do very well,” Mrs. Martin ob- 
served, “I’ll take them on approval and then if I 
decide they won’t do, I'll bring them back right away.” 
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Let Your Customer Buy 


An Actual Sales Experience 


by JOHN L. CAMMACK 
JOPLIN, MO. 


To this “Young Bill” smiled his most charming 
smile, and talking to her a few moments, told her 
more about the shoes scattered on the floor, then took 
her name and charged the shoes to her account. 

Time passed swiftly. The first of the month came 
around, and with it Mrs. Martin with the money to 
pay for her shoes. This pleased the boss very much. 
He had all the salesmen stay late that night for a 
store meeting. 

That evening, when they had all five gathered in 
the office, the boss began, “Mr. MacAvoy, for a long 
time we have all tried unsuccessfully to sell Mrs. 
Martin her shoes. Today, she paid for a pair you 
sold her last month. On behalf of our sales force, I 
want you to tell us exactly how you sold those shoes.” 

“Young Bill” wasn’t a very good orator. He stood 
first on one foot, then on the other. “Well, sir, you 
see, sir, 1 was showing Mrs. Martin two pair of shoes. 
One was the good-looking patent straps with the high 
heel; the other was a low-heel corrective shoe more 
on the oxford type and not nearly so pretty. Well, 
sir, I thought she would want the oxfords for she was 
wearing that type of shoe, and when I told her that 
she had better buy the oxfords she almost got sore. 
And when I told her, with her kind of foot and all, 
that she couldn’t wear the pretty patent shoes, she 
got mad. Too late, I saw my mistake. I knew she 
wouldn’t buy the low heels now, and with her as mad 
as a hornet, I was afraid if I didn’t sell her the pretty 
patent one she was going to have me fired. So I did 
the only thing I could do. I just let her buy them. 
And now, every time I meet her, she stops to tell me 
how comfortable those shoes are.” With a slight jerk 
of his head and knowing wink at the boss, he con- 
tinued, “And, boy, does that ever burn me up!” 

Next week, “Young Bill” found an extra five dollar 
bill with a note pinned to it in his pay envelope. The 
note bore the inscription, “Good work. Remembér 
always to let your customers ‘buy’ their shoes.” 

This story brings the thought that it would do well 
for some of our “high price” salesmen to “remember 
to let their customers ‘buy’ their shoes.” True, some 

[TURN TO PAGE 38, PLEASE] 








BOOT AND SHOE RECORDER, May |}. 1937 Page 3! 


A. 


je GAS TYLE 









dA 





| cause Justin Stats 

Bae serch an 
Loading Styte Conters 
LONDON -NEW YORK 
and HOLLYWOOD 


Justin Shoes got plenty of style. We make 
sure of that, because we get our styles 
from the “top” designers located in the 
world’s leading style centers. We take 
these “slick” styles, and put all our 58 
years experience into making a “real 
man’s” shoe—one that’s got style, com- 
fort and lots of wear. Justin’s been mak- 
ing Quality Cowboy Boots for over 58 
years, and when you can satisfy as par- 
ticular an “hombre” as a “cowhand” 
through all those years, you “got some- 
thing.” So we hope you'll like our shoes 
—we know that they'll make real profit 
for you ‘cause they'll be downright friend- 
ly with your customers. Write us Justin 
Boys today for the new Shoe Catalog— 
and put in this line of “real men’s” shoes. 


: w/ « ; a , 
H. J. JUSTIN & SONS, INC. , y Sy 


yo _ A 
FORT WORTH, TEXAS : ¥& JUSTIN BOOTS 
—Famous Since 1879 








VICTOR 
LE WAY 







ad 


__ — -f 


alka SHOES 








Page 32 


~ 


BOOT AND SHOE RECORDER, May 1, 1937 


| gas 
“WAS YOU EVER IN CINCINNATI?” ou 


Hosts to the trade in June, Executive Group, reading 
to | Spe i ew b tee Pag coer Rage | ee Co.; a 
otter Ww. orn, secretary, 
Relimas & Sone Co., also president of The Ohio Shoe Retailers’ 
Association ; George Dohrman, treasurer, Irwin Shoe Co. 


Frank Weber has proven an able chairman, as the Show of 
last year will attest. He and Ed Horn have been the shining 
lights in the many activities that are required to make 
a show of this kind a success. 

Ed Horn is our human dynamo, who not only is a busy buyer 
of the up-stairs shoe ee = pees Dent Ss. but 
is president of “The Ohio Shoe Retailers,” Secretary 
of the Fair is the most important cog in the machine. 

Ted Orr, as vice-chairman, is doing a great job in working 
with Loe various committees and he will prove a great asset to 
us this year. 

George Dohrman has always been a staunch supporter and 
worker for good organization in the local shoe trade. 


Finance Committee, reading right to left: 
Howard Frohman, John Shillito Co.; George 
Do chairman, Irwin Shoe Co.; Ted Orr, 
Potter Shoe Co. 


John Schwarz, Schwarz Shoe Co., and Leo 

Mersmann Shoe Store, other mem- 

bers of the committee, unfortunately are not in 

the above picture, but very much a part of this 

important committee. All in all, they seem to 

be in a cheerful frame of mind, which argues 
well forthe money end of the ‘Shoe Fair. 


Registration Committee (below), reading er 
to left: Henry Momper, chairman, H. & 
Pogue Co.; Al. Schloemer, Rollman & Sons Fon 
R. G. Nunn, Potter Shoe Co. 


This committee’s work was well rewarded last 
year as the attendance was far ahead of anything 
expected. This year all indications show a 
greater attendance. 


Personalities in the Trade Who Have 
Charge of Plans and Arrangements for 
Big Mid-West Meeting in June 


Entertainment and Style Shoe ag ig 9 oats right to 
left: Joe Stern, United States Shoe Co X. O’Brien, 
ga am -Dittman Shoe Co.; William Newbold, chairman, 

Newbold Bootery; Gene Held, Mabley & Carew Co.; 
Edw. Horwitz, Charles leis Shoe ; 


This Committee, which also includes Bob Gerwin of the 
Schawe Gerwin Co. and Tom Kilcrease of the H. S. Pogue a 
who are not in the photograph, ‘is responsible in taking this 
Shoe Show out of the ordinary convention class and making 
it a real headline event. Most entertainment in connection with 
shows of this kind are taken with a certain amount of interest, 
but the display last year was nothing short of sensational. The 
Models, costuming, acts and all around entertainment aroused 
such enthusiasm t iat the committee has been spurred to greater 
heights in css 2 Moco 


cont aid, Be may Haley ry Frcanl ob om 

a Big Store sirman, Hable Bankemper, Kline’s. 

Ed Koob and Ben Kessen are also on the 

—. They are , congenial men 

smile and ake your hand with a warm 

mer tio} and will do ev in their power 
to help you enjoy the show. 

[TURN TO PAGE 37, PLEASE] 
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CAMPUS .«. 


Norwegian 

At the fashionable women’s colleges and co-educa- 
tional universities, the fair sex demands an equal 
share in a deeply rooted campus tradition: Norwe- 
gian Calf for walking shoes. This broguish version 
for the current season, with detachable tongue, is 
a notable example. Sturdy but light in weight — 
rugged but glove-soft, rain or shine — it typifies 
the superb design and craftsmanship inspired by 
this vegetable tannage . . . automatically making 
the Norwegian shoe the top shoe in almost any line. 
A. F. GALLUN & SONS CORP,, Milwaukee, Wis. 
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T. W. GARDINER COMPANY -: LYNN, MASS. 


GARDINER LASTS 


For two generations New England Shoe Manufac- 
turers have proved to their own satisfaction that 
Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 

Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England au- 


thentic service at all times. 


Uw 


THE LAST WORD 


UNITED 


_UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS.. 
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The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 

¥. W. GARDINER CO. 
LYNN, MASS. 

UNITED LAST CO. 


EMPIRE LAST WORKS 
ROCHESTER, N.Y 
KRENTLER BROS. CO. 
ST. LOUIS, MO. 
KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 
Stewart & potrernco, THE LAST WORD  yniteo tastco., rp. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 








UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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obligation, of course. 


Frown SroeGownanna | 


Manufacturers, St. Lonis 


Manufacturers of Air Step Shoes for Men and Women and Buster 
Brown Shoes for Girls and Boys 


BROWN PLAN APPLAUDED 
BY PENNSYLVANIA RETAILER 


What Mr. Sheasley has done, following the 
Brown Plan, you can do. This Plan — sound, 
practical, workable — covers every phase of 
shoe retailing. Helps increase your volume 
profitably and soundly. Write us for facts. No 
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Employee Wages versus Deductions 
By H. E. Lovett, Store Manager, R. H. White Co. Boston, Mass. 


What follows may seem a bit exag- 
gerated, but maybe not. At least the 
subject is certainly worthy of grave 
consideration. 

I am, therefore, going to stand be- 
fore you in the character of John W. 


Name John Without Doe 
Week Ending January 19, 1937 


Doe—“W” stands for “Without.” I am 
an average young man, 20 years old, a 
high school graduate, one year at 
Yavard College, work for Gimsakacy 
Co. at $20 per week, plus commissions. 
This is a sample of my pay envelope: 


No. 9661 
Rate $20.00 per week 


Hours Worked ......48 $20.00 
Overtime ...... _ Bene ee Dey 
Commissions 2.00 
NN i oa eae el ida so pas Rav ea ae $22.00 
Deductions 
1. Social Security Unemployment Tax ................ .22 
2. Social Security Pension Tax ...................... .22 
%. Employee Charge Account ..................-+005: 8.00 
4. Easy Budget Account .......... 5. : ces eeeeceeeees 1.00 
5. Gimsakacy Mutual Aid Society .................+.- 53 
6. Gimsakacy Men’s Club ..............2---seeeeeee: 10 
7. Gimsakacy Group Life Insurance .................. .B4 
8. Gimsakacy Credit Union Loan .................+.. 1.00 
Oa es og os ae AS eh eR EE 25 
10. Community Charity Federation ..................- 1.00 
11. Salvation Army Drive .........--6-+-sseeeeeeeress 25 
12. Personal Deductions (The Helping Hand).......... 1.50 
13. Employment Agency Agreement .................. 8.34 
NS Fi os Or Ces Wins eine EA wale ER OF He 2.00 
ib. ; 
16. 
ag eR ER year nr Can eR tse eae 14.75 
EES LO A PO ERE OL LE PIE Oe 7.25 





Our Motto: Do your best and give 
until it hurts. 
As you will see by glancing at this 


envelope, I earned last week a total of 


$22, which I consider not so bad, as I 
do have the reasonable assurances of 
steady employment and an opportunity 
7 gaa and prepare myself for a. better 
ob. 

But this cash doesn’t count up to $22. 
Let’s look at the deductions. Oh yes, 
here they are: 


1. Social Security Tax, $.22. 

Well, that can’t be helped. It’s a 
law and anyway I guess it’s o.k., as 
it is something dealt me in this new 
deal. It is so complicated, though, I 
don’t know much about it. 


2. Social Security Pension Tax, $.22. 


Now that’s something! When I get 
to be 65, I'll stop paying and get a 
pension for the rest of my life. That 
will keep ‘me from being absolutely 
dependent upon others, if worst 
should come to worst. I am for it 
even if I do have to wait 45 years. 
Gosh, that’s a hell of a long time 
though, isn’t it? 

Employee Charge Account, $3.00. 

Sure does hit the old pocketbook a 
rap, but I just had to have that new 
suit. Of course, I did save my em- 
ployee’s discount, but I would hav 
purchased it in my own store an 
way, even though they make 

PLEASE 
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“Was You Ever In Cincinnati?’’ 


[CONTINUED FROM PAGE 32] 


Publicity Committee, reading right to left: Ira M. Longini, 
chairman, The Longini Shoe Manufacturing Co.; Edw. C. 
Horn, Rollman & Sons Co.; Henry Momper, H. & S. Pogue Co. 


Julian Marks, L. V. Marks & Sons Co.; Joe Schmank, of 
Vulcan Last Co.; L. C. Beutel, Women’s Wear; J. Turner, 
Chamber of Commerce; R. Ryan, Netherland Plaza Hotel, are 
not in the picture, but are also members of this committee. 


This committee’s work is never done. From one show to 
another, the work of spreading the information of the advantages 
in attending a shoe show of this kind is gratifying to say the 
least. The show last year has spoken for itself, and the 200 
manufacturers who attended last Summer are the ones who 
are now publicizing the show. 


Program Committee, reading left to right: Harry Lasky, 
chairman, John Shillito Co.; Walter Feder, Feder-Gregg Co.; 
Lynn Revenaugh, Retail Merchants Association. 


Sylvan Loeb, Loeb Shoe Co., and M. Bremer, Graefe Co., are 
not on the above picture. Harry Lasky is a recent resident of 
Cincinnati, and has pitched into the convention work without 
hesitation, doing a good job, as he was formerly associated with 
convention work in St. Louis. Walter Feder and Lynn Reve- 
naugh are not officially on this committee, but the fact that 
they are in the picture shows the spirit of cooperation that 
prevails among the shoe men of this city. The attitude of “All 
for One and One for All” is fast bringing Cincinnati back to 
its rightful place among shoe markets. 


Theater Pablicity for Footwear 


Taking a prominent part in a trilogy of three city-wide house- 
wife’s matinees and at the Metropolitan Theatre, the Vanity 
Slipper Shop of 110 Pike Street, Seattle, through B. H. Hutchin- 
son, the manager, presented pairs of Paris style shoes each day. 
The Vanity line, as the sole footwear products exhibited, caught 
the fancy of many thousands of women attending the show. In 
demonstrating the slippers, an exclusive line of hosiery was also 
featured, along with bags that match. Foot-comfort in the 
kitchen, while engaged in meal preparation as well as style pres- 
entation, were motives of the fine tie-in to the culinary matinees. 








It doesn’t take a math- 
ematician to figure 
this out. Hence, good 


shoes plus good feet 










equals satisfaction. 


Good shoes plus bad 





















- feet equals complaints. 

















BUT—good shoes plus 
had feet plus WIZARD 
RELIEF equals repeat 
sales. Subtract from 


your worries and mul- 











tiply your profits with 











a WIZARD FOOT RE- 
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2 AND 2 MAKE 4 


ST. LOUIS, MO. 
WALSALL, ENG. 


Canadian Distributors: 
Canadian Specialties, Ltd. 
49 Sanford Avenue, So. 


Hamilton, Ont. 
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“The New Salon Originals for Spring” was the caption of this window display by 
‘Wolock & Bauer, on Madison Street, near the Art Institute, Chicago. Paintings were 
hung’on the background panels to carry out the artistic effect. 













Let Your Customer Buy the customer brings or sends the shoes 
back for credit or a cash refund. 


[CONTINUED FROM PAGE 30] Credits, refunds and rejected ap- 
time may be saved by “rushing” a provals may be eliminated by taking 
sale, but it is apt to be costly time when a little more pains to see that these 






















BOOT AND SHOE RECORDER, May !, 1937 





customers are entirely satisfied be- 
fore the transactions are completed. 
Take more time with each customer 
and sell her completely and _ thor- 
oughly on the shoes involved before 
she takes them out. If she brings them 
back, don’t try to resell her the same 
shoes. Her mind is made up and those 
shoes are definitely out. Listen re- 
spectfully to her stories about her 
bunions, her arches, or her narrow 
heels. Listen to anything she wants 
to talk about ... and find her some- 
thing else. This time when she takes 
them out, be sure she intends to keep 
them, because if after two or three 
times, she is disappointed, you'll see 
her wearing shoes purchased from 
some other shoe store. And take a 
lesson from “Young Bill.” “Remember 
always to let your customers ‘buy’ 
their shoes.” 

“High-Pressure” days are gone for- 
ever, and the sooner they are forgot- 
ten, the better it will be for all con- 
cerned. 


Motion and Color Make 
Unusual Spring Window 


OAKLAND, CALIF.—Motion and color, 
two attributes of Spring, were used by 
the H. C. Capwell store, Washington, 
Broadway and 19th Streets, recently to 
display late model Spring and Summer 
shoes for women. The shoes were placed 
on an endless belt which slowly revolved 
back of an aperture in the background. 
As one shoe disappeared at the right, 
another took its place traveling slowly 
across the opening. 

Background was pale apple green. In 
the upper left corner was a circular 
cpening about 30 inches in diameter. 
Back of this was a box-like effect, the 
interior of which was painted white. 
Lights were placed in this box, invisible 
from the opening, making the shoes and 
the line of their travel “indirectly 
lighted.” The belt carrying the shoes 
traveled along the lower central part 
of the circle. There were eight differ- 
ent shoes shown. 

Across the lower half of the back- 
ground was built a box-like arrange- 
ment in the same green color. In this 
were three smaller circular openings, 
also interiorly lighted. In each of the 
openings was one pair of shoes. On the 
upper line of the front panel were the 
words: “These Shoes Are Going 
Places.” Near each aperture were in- 
scriptions appropriate to the shoes 
shown therein; the club, beach, court, 
green, home and resort. 

On the floor were cylinders of white 
corrugated paper in various heights, 
each just large enough to carry a single 
pair of shoes. A few pairs of shoes 
were placed directly on the floor of the 
window. In all there were less than 
two dozen pairs displayed. 

Once a woman studied the different 
shoes on the moving belt and became 
interested in any particular pair, she 
could locate it in another color in one 
of the smaller apertures or on the ped- 
estal displays. 



















New Lustig Store 
Among the Year’s Finest 
[CONTINUED FROM PAGE 23] 


the depth of the depression, when the 
demand was for low-priced shoes. Since 
then the downstairs store has become 
one of the most important parts of 
the store, for it was ascertained that 
good merchandise and emphasis on 
correct fitting, stressed in other depart- 
ments, became profitable in the lower- 
priced section. 

Carrying one of the largest stocks 
in this part of the country, if not the 
largest, Lustig’s endeavors to satisfy 
the demand for any conceivable size 
of foot in shoes that are currently at 
the height of fashion and popularity. 
While thus emphasizing correct fitting, 
Lustig’s also presents to its clientele 
at all.times a wide variety of shoes in 
the latest fashions in patterns and 
materials. © 

Joseph Lustig, who founded the Lus- 
tig Co. many years ago, is today one 
of the leading merchants in the city. 
He views with pride the thoroughly 
up-to-date building which houses the 
business he has fostered since its in- 
fancy. Mr. Lustig can still remember 
a day when, at 13, alone and with only 
five cents in his pockets, he stepped 
from a gangplank to a new land, It 
was a long trip from his little home 
in Europe, and the boy was bewildered 
but happy when he arrived in the land 
of his dreams. 

For three months after his 14-day 
voyage across the ocean the little im- 
migrant boy stayed in New York. He 
sold papers to raise money for his 
trip inland. He worked at a variety 
of odd jobs, and finally his capital 
was sufficient to bring him to Youngs- 
town. He has made his home there 
ever since. 


Shoe Department Enlarged 


ANDERSON, InD.—The shoe depart- 
ment of Hill’s Department Store has 
been greatly enlarged and modernized 
as part of the six weeks’ remodeling 
program for the entire store, consist- 
ing of $10,000. The greater part of 
the basement is now devoted to shoes 
for men, women, and children, with a 
new shoe repair department added to 
the shoe department. The stock of 
shoes has been greatly enlarged. H. 
H. Fletcher is the store manager. 


Jack Copas With Huggins 


Los ANGELES, CALIF.—Jack Copas 
has joined the staff of the Huggins 
Shoe Co. at their Wilshire Boulevard 
Shop. Mr. Copas has been selling good 
shoes in Los Angeles for many years. 
For the past eight years he was with 
Gude’s, previously he came from the 
South. For several years while at 
Gude’s he acted as Los Angeles corre- 
spondent for the Coast Shoe Reporter. 
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Foot Health Responsibility 





The Professional Approach to Foot and Shoe Service 


In approaching the problem concern- 
ing cooperation between the shoe fitter, 
podiatrist and the public, we should 
bear in mind that the shoe fitter is 
many times placed in the same pre- 
dicament as is the pharmacist when 
he is called upon to treat some form 
of disability. While tradition has 
strengthened the tie between the doc- 
tor of medicine and the pharmacist in 
the filling of prescriptions, it is a 
well-known fact that occasionally the 
pharmacist will check certain points in 
hurriedly written prescriptions with 
the physician before they are filled. 
The substitution of ingredients called 
for in a prescription is not practiced 
by ethical pharmacists, and unfortu- 
nately many shoe fitters today appar- 
ently do not realize the need for close 
cooperation in the fitting of shoes pre- 
scribed by a practitioner. 

The chiropodist-podiatrist has occa- 
sion to examine and treat more feet 
than all other practitioners combined. 
His knowledge of foot requirements 
is analogous to that of the physician 
who decides if any and what type of 
drugs are necessary in the treatment 
of systemic disease. 

There are “border-line”’ cases ap- 
plying to the person visiting the phar- 


macist for treatment, and then there 
are those individuals who seek medical 
services from the pharmacist which 
should be referred to the physician for 
diagnosis. Over-the-counter treatment 
for bodily ills is dangerous and the 
alert ethical pharmacist makes certain 
of his position through referring the 
patient to the family doctor. 

That there is need for closer co- 
operation between the shoe fitter, 
podiatrist and the public is evidenced 
by the fact that there are over fifty 
types of foot disabilities, many of 
which cannot be recognized unless one 
is especially trained to make diagnosis. 
When the shoe fitter sells a pair of 
shoes to a patient complaining of pain 
in the foot, it is not indisputable evi- 
dence that the shoe will add to the 
patient’s comfort. Foot sufferers with 
arthritis, diabetes, circulatory distur- 
bances or diseases of the nerves many 
times seek the services of the shoe 
fitter when the condition cannot be 
alleviated with any shoe or appliance. 
Then, too, there are a large number 
of local disturbances which no shoe 
will eliminate and the podiatrist is 
qualified through his special training 
to treat. 


{TURN TO PAGE 42, PLEASE] 
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to competition with Fifth Avenue, 
New York, or Michigan Boulevard, 
Chicago!” 

“Fyfe windows particularly are well 
worth looking at. Why, last January 
at the National Shoe Fair at Chicago, 
a Fyfe window won first prize in a 
national competition in which the 
judges selected windows from actual 
photographs taken by stores all over 
the country. 

“The judges said, when awarding 
the prize: ‘The quality of this display 
stood out because of its simplicity. It 
was without window display fixtures 
and elaborate background, and yet it 
was ... artistically laid out and ex- 
pertly handled.’ 

“Most Fyfe windows are like that 
—distinguished by ‘simplicity’ and 
without the distraction of a confusing 
background. You can see the shoes 
themselves. And, honestly, this year 
Fyfe’s has the most adorable fashion 
shoes of any place in town. Everybody 
from Grosse Pointe to Grosse Ile is 
talking about them. 

“Of course, you have always known 
Fyfe for value and wear. But now 
come on over to Woodward and. Adams 
and ‘window shop’ your way into a 
knowledge of Fyfe’s enchanting new 
Spring styles. FYFE’S, where men, 
women and children are fitted by ex- 
pert fitters in the Largest Shoe Store 
in the World—Woodward Avenue at 
Adams.” 

Many shoe stores follow the policy 
of “tying up” ads and windows with- 
out going so far as to run special 








How Fyfe’s Advertises Windows 


[CONTINUED FROM PAGE 28] 


do not pass, or who pass so hurriedly 
that they are not likely to be attracted 
by any of the various “eye catchers” 
enumerated above? More and more re- 
tailers, apparently, are giving thought 
to these other people and to the ques- 
tion of how they can be attracted, too. 
Naturally, one of the first thoughts of 
these merchants was newspaper ad- 
vertising, and so we see a tendency for 
more and more shoe stores to “tie up” 
newspaper ads and windows and, as in 
the case of Saks and Fyfe, even to 
buy advertising space for the express 
purpose of calling attention to the 
windows. 

The Fyfe window illustrated with 
this story was a formal presentation 
of “Spring Footwear Fashions,” for 
women and was designed by F. E. 
Whitelam, display manager. The ad- 
vertisement published in the newspa- 
pers showed at the top a photograph 
of the window display with interested 
shoppers gazing in at the footwear 
on display. “Look What Darling 
Shoes” the caption read, and the copy 
was written to appeal to the pride of 
residents of Detroit, pointing out that 
a Fyfe window was awarded first prize 
in the display contest at the National 
Shoe Fair in January: 


newspaper ads to call attention to their 
displays. There are numerous ways in 
which the two avenues of publicity can 
be “teamed up” so that each will serve 
to reinforce the effect of the other. The 

“Don’t sell Woodward Avenue short most natural and obvious way is to 
on the smartness and beauty of its advertise in the newspapers the same 
windows,” said the ad, “when it comes shoes that you are showing in your 





A hint of the predicted record 
Atlantic City Boardwalk window of the Du Pont exhibition hall. 
able kid and shoes fashioned of this leather by leading manufacturers were displayed, 
with large floral silhouettes of dress fabrics in forming the 
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windows. If you use the same caption 

headline in the ad that you are 
using in the background of the window 
it w catch the eye of the 


then prompts the average 
pause and look again, and 
that gives the shoe man the moment 
to get the interest of a pros- 
ve customer. 

Some illustration or device which 
can be featured prominently in the 
window and then repeated in the news- 
paper advertising is another way of 
tying both together and thereby get- 
ting the cumulative effect of repetition. 
This method works out especially well 
when some special, extraordinary pro- 


ried through all of the publicity, and 
the reader, seeing a Foot Health Week 
ad or window, was able instantly to 
identify it with something she had 
seen before. Thus her curiosity was 
aroused and her interest captured so 
much the easier. 

Another poster design has been 
worked out for National Sport Shoe 
Week, May 22 to 29, and it is expected 
this illustrative device, suggestive of 
the various outdoor activities of Sum- 
mer, will be used in the same way, both 
as a window card and an illustrative 
idea for advertising. All similar pro- 
motions should have some focal idea 
embodied in a phrase, a picture or a 
symbol, which can be carried through 
all of the publicity as an identification 
device, In this way, all of the adver- 
tising and all of the displays can be 
made to work in harmony and serve 
the common purpose of the promotion, 
which is selling more shoes of some 
particular style, kind or category. 


Advertises on Radio 


SPRINGFIELD, Mass.—Week’s Leather 
Store has signed up with Station 
WMAS, this city, for a transcription 
announcement about its new shoe de- 
partment twice a week to be heard in 
the Transradio News broadcast. The 
contract runs from week to week. The 
+ sic are Tuesdays and Thurs- 

ys. 


Kenneth McShane 
Buys Store 


Saut Laks Crry, UTaH—The ~ 
Jettick Shoe Store has very r 
been purchased by Kenneth McSu...e, 
who will continue managing this store. 
McShane has been with this store 
for some time. Otherwise the store 
personnel remains practically the same. 








Washington Method of Cooperation 





Podiatrists and Shoe Men Meet to Clarify Service. 


By A. OWEN PENNEY 
Past-President, National Association of Chiropodists 


A common complaint against chi- 
ropodists-podiatrists is that when a 
patient is referred to them by a shoe 
man, that patient is frequently sent to 
another store for shoes. Without tak- 
ing the space to comment on the rea- 
sons, good or otherwise, for this 
seemingly unethical and ungrateful be- 
havior, this article will briefly describe 
the methods by which one professional 
society is attempting to eliminate this 
discordant note in their relations with 
the merchants. 

The District of Columbia Podiatry 
Society appointed a Committee on Shoe 
Therapy which drew up outlines and 
specifications for shoes that it could 
approve for general wear. A joint 
luncheon-meeting with the Washington 
Shoe Retailers’ Association was then 
arranged at a downtown hotel, where 
the aims of the committee were ex- 
plained and the designs exhibited. The 
shoe which receives the highest rating, 
AA, is an oxford, straight inner line, 
outer line extending well forward be- 
fore it begins to curve, heel not over 


12/8 and broad enough to imsure a 
firm tread base. If this shoe is “dressed 
up” a bit to make it more attractive 
it is given the rating of AA plus. 
From this the grades run down 
through A plus to A, B plus and B. 
Evening and other dress shoes are 
not, for the present, being rated. 

A frank discussion of the designs 
and the problems concerning relation- 
ships followed, after which the shoe 
men were invited to submit to the 
committee all their lasts conforming 
to the approved types. Of the score of 
owners and buyers in attendance, al- 
most every one accepted this invita- 
tion. Those who did not at that time 
carry such lasts made it a point to 
stock at least one or two. 

The Committee on Shoe Therapy 
carefully inspected and graded the 
samples. Then each member of the 
Podiatry. Society was given a copy 
of the designs and specifications and 
a list of the stores carrying them, to- 
gether with the names of fitters in 

[TURN TO PAGE 42, PLEASE] 
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Behemoth Boots from Germany 





But they are not of the “seven-league” kind. The huge pair shown here being steadied 
by a worker are stamped out of cardboard and were used for decoration purposes at a 


recent exhibition in Berlin. 





Sells Pioneer Store - 


NAPPANEE, IND.—Mrs. Amanda Blos- 
ser has sold the Blosser Shoe Store to 
Virgil Stuckman. The Blosser store 





has been doing business here for the 
past 40 years. Mr. Stuckman took im- 
mediate possession and is proprietor 
and active manager of the new shoe 
firm. 


Foot Health Responsibility 


[CONTINUED FROM PAGE 39] 


In the spirit of frankness, it might 
be well te point out that, like some 
physicians, there are podiatrists who 
are careless in advice to their patients 
concerning shoes, and the shoe fitter 
should be at liberty to communicate 
with the podiatrist relative to any 
point which is not clear. 

In conclusion, the podiatrist should 
carefully detail the type of footwear to 
be fitted, and if the fitter is in doubt he 
should communicate with the practi- 
tioner. 

Foot pains do not always indicate 
a local disturbance which may be elim- 
inated by the use of shoes or appliances. 
Doubtful cases should be referred to 
a podiatrist or doctor for diagnosis. 

The podiatrist-chiropodist should 
conform to the code of ethics of his 
organization through refusal to sell 
footwear in his office, and should co- 
operate with the shoe fitter in pre- 
scribing footgear according to the in- 
dividual requirements of his patients. 

The ethical practitioner can always 
avoid criticizing a shoe store or any 
particular make of footwear. They 
ean diplomatically advise the patient 
not to expect that type of footwear to 
eliminate the discomfort without ap- 
propriate treatment in connection with 
the wearing of proper footgear. 





Washington Method of 
Co-operation 


[CONTINUED FROM PAGE 41] 


each store who have been specially 
designated to handle the prescription 
fitting. 

The immediate result of the plan 
was a better understanding and the 
promise of a more sympathetic, in- 
telligent cooperation between practi- 
tioner and fitter. The podiatrists also 
have a wider range of shoes to pre- 
scribe from. Best of all, they are now 
able to return their patients to the 
shop in which they prefer to deal or, if 
the patient was sent to the podiatrist 
by any certain store, she is sent back 
to that store. 

Fitters have tacitly agreed to fit the 
patient exactly according to prescrip- 
tions or to consult the doctor before 
offering anything else and, if neces- 
sary, even to let the patient go with- 
out selling her at all. This means that 
the store, while it may lose a sale now 
and then, will continue to enjoy the 
practitioners’ confidence and coopera- 
tion, whereas, in the old days, if a 
fitter attempted to sell something con- 
trary to prescription he was immedi- 
ately cut off the list. 

More patients are being referred to 
the doctors from shoe stores as a 
result of this happy thought and the 
podiatrists are spreading their pre- 
scriptions over a wider range of shops. 
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New Corrective Store Opened 


DETROIT, MicH. — A new corrective 
shoe store was recently opened by 
James J. Ertell under the name of 
Ertell Shoes, Inc., at 1111 Metropolitan 
Building, making this probably the 
“highest” shoe store in Detroit, if one 
excepts the upper stories of Fyfe’s. The 
store is operated as a professional type 
shop, with about nine chairs for cus- 
tomers. Display cases around the room 
are devoted to the various shoes and 
accessories stressed in the store. 

An exceptionally valuable list of cus- 
tomers has been built by Mr. Ertell in 
25 years of experience in the Detroit- 
shoe business. He was formerly a part- 
ner in the Ertell and Butler store for 
20 years until a few months ago, and 
before that was with the Emerson Shoe 
Company. This list has name, address, 
style, and size data on every shoe pur- 
chased, and lists about ten thousand 
names. 

Mr. Ertell says that he knows almost 
everyone of these people personally. 
He has been sending out personal an- 
nouncements to them since moving, with 
some 2000 already in the mails. They 
are individually typed and therefore 
have an unusual personal touch. Of 
this quantity, only 51 have been re- 
turned, indicating the high accuracy of 
the record. 

Showing the customer his own name 
and record on the books, incidentally, 
helped to close a sale recently. A 
German customer, speaking somewhat 
broken English, came in after receiving 
one of the cards and thought perhaps 
he was in the wrong store—the old 
store hadn’t looked like this modern 
skyscraper shop. But the old records 
were there and he knew at once he was 
in the right place. 

A display case on the first floor of the 
building ties in with the store proper 
and gives a street display but the bulk 
of the following in such work as this 
is naturally personal. 


Mexican Design 
In Shoes and Bags 


NEw ORLEANS, LA.—Mexican bas- 
ketry is being used this Spring in 
purses, Mexican tapestry in shoes, and 
Mexican prints in dresses. All the riot- 
ous color of native weavers has been 
caught in the display of bags and san- 
dals now at Burt’s shoe store, some of 
the designs looking like scenes from an 
Aztec nightmare. No matter how severe 
your costume, it’s possible this year to 
make it startlingly gay, just with ac- 
cessories. 





Opens Retail Store 


STOUGHTON, Wis.—Frank Jasensky, 
operator of a shoe repair shop here 
for the past four years, has opened a 
retail shoe store in the Jasensky Bldg. 
The store carries a line of shoes for 
the entire family. 

s 


1937 





Page 43 








Hollywood as Window Theme 





“Very, Very Hollywood” was the theme song for this display in the windows and 

lobby of the Cutler Store, in the Palmer House, Chicago. Huge blow-ups in colors, 

with shoe display stands faced with glass tubes to catch the lights and colors. Pastel 
colors in background gave an added impression of Springtime. 





Popular Priced Jodhpurs Sell 


Boston, Mass.—Jodhpurs are selling 
here at $3 a pair. Among the buyers 
of them are young women who wish 
them for wear about Summer camps. 


Brochin Purchases Store 


SouTH NORWALK, CONN.—Leo Broch- 
in has purchased the shoe store at 42 
South Main Street. The store was for- 
merly operated by Milton Markoff. 





PLUS 
FEATURES 


* 
Made from felted COTTON bonded 
with virgin LATEX 
* 
Lightweight, flexible, absorbent and free 
breathing 
* 


Won't crack or stiffen. They dry out soft 
* 


Uniform in texture, thickness and workability 
* 
Give greater shoe value for the money. 
* 
Their soft cushioned comfort builds 

satisfied customers 
* 

They make shoes 

easier to sell 

* 





“ 
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11. Salvation Army Driwe, $.25, 

Don’t see why they can’t be in the 
Community Federation same as the 
rest of them. Maybe I'll need a do- 
nut myself someday, though. 

12. Personal Deductions, $1.50. 

Sure saved my hide. That old debt 
would have sunk me if the Personnel 
Department hadn’t stepped in and 
guaranteed that $1.20 a week pay- 
ment. Will I be happy when I get 
through that one. Never again for 
me. 

13. Employment Agency Agreement, 
$3.34. 


They did get me the job, and saved 
a lot of walking around. It does seem 
too bad, though, to pay for a job. 

14. Garnishee, $2.00. 

Darn that guy anyway. Might have 
cost me my job if the:firm hadn’t been 
so decent about it.: 

15. and 16. What a: couple of spaces? 

Well, maybe I can do better next 
week, 

Balance 


Hey! Where did that 22 bucks go? 
Must be a mistake. I'll add it up and 





THE CHOICE OF BETTER MERCHANTS 
THE FOOTPRINT OF BETTER SHOES 


DEWEY & anny CHEMICAL CO. 


CAMBRIDGE 


MONTREAL 








Employee Wages versus Deductions 


[CONTINUED FROM PAGE 386] 


fellow go through the darndest red 
tape to get the privilege of buying 
it. We sure wouldn’t have much busi- 
ness if we made the public go through 
all those systems. I’m going to see 
if I, at least, can’t wait on the em- 
ployee customer with as much courte- 
sy as the outside one. Come to think 
of it, I darn near missed my date, 
that night because of that jam at the 
employees’ parcel desk.. Maybe I’d be 
better off buying outside where I’d be 
a regular customer instead of em- 
ployee No. 9661. I can open a regular 
account at the Elite Tailors Empori- 
um and I would at least have the fun 
(or the agony) of handling my own 
money. 
4. Easy Budget Account, $1.00. 

Of course, the radio is fine. Guess 
it’s cheaper than going out every 
night at that. Of course, we don’t 
really own it until the final payment 
is made, but here’s hoping. 

5. Ginsakacy Mutual Aid Society, $.53. 

Can’t kick on that — doesn’t cost 
much and I more than made up for it 
the last time I was sick. 

6. Gimsakacy Men’s Club, $.10. 
That’s o.k. also. Have nice club 


rooms and I hope I’ll make the base- 
ball team this year. 


7. Gimsakacy Group Life Insur., $.34. 

If only you didn’t have to die to 
win, it would be great, but the cost is 
a lot less than I would buy outside, 
because the firm underwrites the pre- 
mium. So I guess it’s a break even 
though it cancels if I go to work 
somewhere else. 


8. Gimsakacy Credit Union Loan, $1.00. 
A darn good thing for me, other- 
wise I’d have one of those loan com- 
panies on my neck. Hate to pay it 
back though. 
9. Red Cross, $.25. 


Oh, heck! I’d forgotten about that 
subscription. 


10. Community Charity Federation, 
$1.00. 

That was sure a swell speech the 
chief made. We went over 100 per 
cent for the glory of old Gimsakacy, 
but I can’t help but think how we 
could use a little help at home also. 
But I won’t kick about that. I get.a 
lot of indirect benefit from some of 


the agencies myself. 


show them what lousy bookkeepers 

they are. 

Out of Character 

It is a fact that the case of John 
Without Doe is exaggerated, and al- 
though possible is not very probable. 
A person does not get the mumps, 
scarlet fever, diphtheria, and smallpox 
at one time. If you have not already 
done so, I would advise yeu to go to 
your Payroll Department and you will 
be quite surprised at the numbers of 
people and the amounts that they have 
deducted from their pay envelopes. Un- 
less it is supervised very carefully, you 
will find many cases where the entire, 
or almost entire amount of the pay has 
to be deducted. 

Of course, there are advantages to 
deductions. I have no quarrel with the 
many good and necessary ones which 
are made; the systematic saving which 
it stimulates and the benefits of pur- 
chasing by installment, but it does seem 
as though there should be some limit 
automatically placed. A good rule might 
be that there cannot be more than one- 
third or one-quarter of the pay deducted 
without the personal o.k. of someone in 
authority. 

I understand that at least one State 
has, and some others are considering, 
a law prohibiting deductions from the 
pay envelope. There might be some 
justice in such @ measure. The limiting 
of the amount possible to be taken on 
a garnishee is a step in the right direc- 
tion. 

I cannot give you the answer to this 
problem, but I do feel that particularly 
at this time of labor unrest that it is a 
subject which should be gone into very 
carefully. We will all agree, I am sure, 
that the employee’s pocketbook is about 
the thing nearest to his heart, and the 
more cash and the less receipts that we 
can put in the pay envelope, the better 
it will be for all of us. 
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, SAY-THIS 1S SOME CLIMB 

ee : ar raaes . WATCH OUT FOR THOSE 
ROCKS , BETTY. 

-1 WANT SOME ! | 
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ISN'T THIS A YES-BUT NEXT TIME OH! NO, JACK , THESE 
BEAUTIFUL 


| YOU GO MOUNTAIN | [gf SHOES JUST DON'T 
SPOT, JACK. fas CLIMBING YOU'D SCUFF-THEY'RE MADE OF 
BETTER DRESS FOR ROSEBAY WILLOW 
IT-THOSE ROCKS MUST CALF -THEV'RE MY 
HAVE RUINED YOUR FAVORITES-YET | CAN- 
SMART SHOES. WEAR THEM 


ANYWHERE. 
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ELECTED for stamina as well as for grain, weight and texture, the 


fine calfskins which are transformed into Rosebay Willow Calf  ROSEBAY WILLOW CALF 
come from those sections of the world where man and nature combine nt mow vine 
in raising the finest calves for leather. 


CADET PATENT 
Rosebay Willow Calf is a triumph of nature and man. The greatest  OOZE CALF 


scientific skill is applied in our laboratories and tannery to one of na- tag il 
ture's finest products. The result is Rosebay Willow Calf, known to yiie suc, 
leading shoe manufacturers and retailers the world over as the calfskin 


EMPIRE SIDES 
of changeless beauty, quality and uniformity. AMERIGRAIN ELK 


Tanners of 











HIDE anv LEATHER COMPANY %Zson 
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SHOE STORE 
MODERNIZATION 








quest. 


HOWELL 





@ with Howell Chromsteel Furniture will make 
your place the outstanding store in town. 

A full color catalog showing complete line of 
fixtures, chairs, stools, etc., will be sent on re- 


merit. 





ST. CHARLES 
ILLINOIS 





OF NORTHAMPTON, ENGLAND 
Presents 
AVIATION BOOTS | 


Made in England by our 
master craftsmen and ac- 
cepted the world over as 
representing quality and 


CARRIED IN STOCK 
AT OUR AMERICAN 
HEADQUARTERS 


MANFIELD 


& SONS 
1636 Ranstead St. 
PHILADELPHIA, PA. 


Send for stock catalog of 
Riding Boots, Jodhpurs, 
Field and Aviation Boots. 
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Opens Second Shop 


BALTIMORE, Mp.—In an expansion 
move Louis Greenberg, trading as the 
Cinderella Shoe Shop, will open, early 
in May, another Cinderella Shoe Shop, 
here, to be located at 3201 Greenmount 
Avenue. The main shop will be as now, 
at 40 West Lexington Street, in the 
heart of the shopping district. 

Mr. Greenberg has been identified 
with the retail shoe business of Balti- 
more for a number of years, being for 
several years manager of the Baltimore 
operations of Wm. Hahn & Co. of 
Washington, D. C., and later manager 
of the local A. S. Beck shoe shop. 

Extensive improvements and remod- 
eling will be effected to the building on 
Greenmount Avenue prior to occupancy. 
Included in the improvements will be 
a new store front of modernistic design 
in aluminum. It will provide ample 
window display. 

The new Cinderella Shoe Shop, will 
include men’s footwear as well as wo- 
men’s and children’s. At the Lexington 
Street store only women’s and chil- 
dren’s shoes are carried. 





Clerks’ Union in Los Angeles 


Los ANGELES, CALIF.—Nineteen Los 
Angeles shoe stores have signed agree- 
ments with Retail Shoe Clerks’ Local 
No. 406 of the Clerks’ International 
Protective Association. ‘ 


The shoe clerks’ settlement includes 
# minimum wage of $30 a week for 48 
hours, time and a half for overtime, one 
week’s annual vacation with pay and a 
minimum of $5 a day for extra help. 

Shoe stores reported signing the 
agreement include the C. H. Baker 
Stores, Chandler’s Boot Shops, all Leeds 
Shoe Stores, Burt’s, Berland’s, Swell- 
dom’s shoe department, Bentley’s and 


Gorton’s Baby Shop. 





Where to Buy in New York 


Boor anv SuHog Recorper frequently has 
inquiries from hotels, shopping bureaus 
and from individuals who wish to know 
where various brands of shoes can be 
bought at retail in New York City. The 
Recorper endeavors to supply such in- 
formation whenever it is able to do so. 
To facilitate this service, information from 
manufacturers as to their outlets in the 
five boroughs of the Greater City, men- 
tioning names of brands, retail echoes 
and street addresses, will be greatly appre- 
ciated. 


Please address— Boot anv SHOE Re- 
corer, Inquiry Department, 239 W. 39th 
Street, New York City. 





N. H. Mfrs. Play Major Part 
in Boston Shoe Fair 


MANCHESTER, N. H.—New Hamp- 
shire shoe manufacturers are to have 
an important part in the conduct of 


the Boston Shoe Fair, June 1, 2 and 3, 
at Boston, under the sponsorship of 
the New England Shoe and Leather 
Association. Headquarters will be at 
the Hotel Statler with the Copley 
Plaza and other hotels cooperating in 
providing accommodations for displays. 

An executive committee in charge of 
the management of the fair includes 
Homer O. Rondeau of the H. O. Ron- 
deau Shoe Company, Farmington, N. 
H., and Louis H. Salvage of the Louis 
H. Salvage Shoe Company, Manches- 
ter, N. H. 

George R. Dempsey of the Farming- 
ton Shoe Company, Dover, N. H., re- 
cently elected president of the New 
England Association, is also a member 
of the executive committee, ex-officio. 
J. Franklin McElwain of the J. F. Mc- 
Elwain Company, Nashua, is a vice- 
president of the organization. | 





A. H. Shear 


Enpicott, N. Y.—A. H. Shear, part- 
ner of the Shear & Sharping, Inc. shoe 
stores operating in southern New York 
and Pennsylvania died at his home in 
Westover, Johnson City, N. Y., on Tues- 
day. April 13, after a brief illness. 

Mr. Shear was the founder of the 
business which bears his name some 
twenty years ago. He was well-known 
and well-liked in the retail shoe trade 
and his passing was deeply felt by his 
many friends. 
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Spring Inventories Reveal 


chrious Retail Shortages! 
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Vow C,ctle pf na Shadow Kid 


in Revival of Deep” True’ Browns 


Suddenly, throughout the country, a quick demand 499 -_7,Jy Brown 
has risen for dark brown tailored shoes to wear 

with the many beige, pastel and grey costumes 3m. Coffee Brown 
sold this spring. For autumn, brown furs are top $52 . Oekbrown 
fashion, and brown shoes should rival black in retail ; 

volume. Shadow Kid is especially favored, for its 30]. Cubana 


smooth, dull surface is effective with furs. 
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Obituaries 
Roney H. Fetterman 


CLEVELAND, OHI0—Roney H. Fetter- 
man, dean of Cleveland shoe merchants, 
died of a heart ailment on April 19 
after a short illness. He was 77 years 
of age and had spent over half a cen- 
tury in selling shoes. 

Mr. Fetterman was born in down- 
town Cleveland just across the Cuya- 
hoga River from the original settlement 
established by Moses Cleaveland. He 
began selling footwear at the age of 
18. That was in a store under the 
famous old American House which 
catered to many well-known men of the 
nineteenth century. In a few years 
Mr. Fetterman bought out the business. 
Later he established a shoe store near 
the Square, on Euclid Avenue. Twenty- 
seven years ago he moved out to 8516 
Hough Avenue in what was a select 
neighborhood of those days. And there 
he remained, daily active, until a short 
time before his death. 

During his long connection with the 
retail shoe business, Mr. Fetterman saw 
the congress gaiters come and go; saw 
buttons replaced with lace; saw all the 
variations from spear point shoes for 
men to the broadest of bulldog toes. 
And in the women’s line he witnessed 
the passing of high-laced shoes and the 
coming of the low and scanty oxfords. 
He still had a few customers for the old 


style shoes in 1937. He often reminisced 
about the old days and recalled that 
when he started in the business boys 
were wearing boots with copper toes. 
His principal recreation was playing 
pinochle. 

Mr. Fetterman is survived by a son 
and a daughter. Burial was in Lake- 
wood cemetery. 


Simon Shatzky 


MONTREAL, CAN. — Simon Shatzky, 
prominent Montreal shoe manufacturer, 
died here on April 19 at his residence, 
4655 Jeanne Mance Street, in his §8th 
year. Mr. Shatzky had been associated 
with the shoe business in Russia, Po- 
land, France and Canada for nearly 
40 years, 

He was born in Odessa, Russia, in 
1880. At the age of 22, he married, 
and several years later moved to Poland 
to carry on his trade there. From 
Poland, he traveled to France, remain- 
ing until he emigrated to Canada 13 
years ago. At the time of his death, 
he headed the Perfect Slipper Manu- 
facturing Company, which he organized 
on coming to Canada. 


Charles Tilley 


MONTREAL, CAN. — President and 
founder of Tilley’s Limited, shoe polish 
manufacturers, Charles Tilley died on 
April 22 in his 93rd year in the West- 
ern Hospital, Toronto. Three weeks ago 








he fell at his home and broke his hip. 

Born in Bungay, Suffolk, England, he 
went to Toronto from London in 1870, 
accompanied by his wife and one child. 
He began his business career with King 
& Brown, shoemakers, but in a few 
years opened his own business on 
Church Street. Eventually the firm de- 
voted its interest entirely to shoe polish 
and became known from coast to coast. 
Surviving are two sons. 


Dr. G. C. Leach 


MONTREAL, CAN. — Well-known foot 
specialist, Dr. G. C. Leach died on April 
19 at his home in Toronto, in his 68th 
year. He had been ill only a short 
time. 

Dr. Leach was a classmate at Queen’s 
University of Dr. W. M. Locke, famous 
Williamsburg, Ont., physician, and 
operated in Toronto a clinic similar to 
Dr. Locke’s. He was an enthusiastic 
believer in the Dr. Locke method of 
treatment and each September went to 
Williamsburg, where he acted as Dr. 
Locke’s assistant during the busy Fall 
months. 

Dr. Leach was born in Roseneath, 
Ont., and, after taking his B.A. degree 
at the University of Toronto, he. grad- 
uated in medicine from Queen’s Uni- 
versity. He first practised in Peterboro 
where he married Miss Anice Tivey, 
who survives him. Dr. Leach moved to 
Hamilton some years ago and practiced 
there until he came to Toronto in 1934. 
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Memory lickLers 


that give Talon fastener a double value for overshoe buyers! 


Reg, U. S. Pat, Off. 


Anyone who has been in the over- 
shoe business during the past ten 
years knows why the Talon slide 
fastener is used on the majority of 
quality overshoessold in thiscountry. 


First Value 
By bringing convenience and style, 
plus absolute dependability, to over- 
shoes .. . the Talon slide fastener 
has given stores not only a greater 
volume of sales—but also protection 
against markdowns and returns. 


This is still the great value of the 
Talon slide fastener for overshoes. 
Second Value 
With the passage of years, however, 
an additional value has grown up. 
Today it is estimated the Talon 
fastener is giving satisfaction on 
three hundred million articles of 
clothing and merchandise. * 

Think what goes through the cus- 


tomer’s mind when he or she sees 
the name ““TALON” on the over- 


shoes you sell. The Talon fastener 
becomes a “silent salesman” for 
your merchandise that is more elo- 
quent than anything you could say. 


Here is a double value you get 
only when your overshoes are 
equipped with Talon slide fasteners. 
Take advantage of it. Specify Talon 
slide fasteners on all your orders. 


HOOKLESS FASTENER CO. 
MEADVILLE, PA. 


T ) SLIDE FASTENER FoR Overshoes 


Reg. U. S. Pat. Off. 
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UNITED SHOE MACHIN ERY CORPORATION 


BOSTON, MASSACHUSETTS 
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* THIS WEEK IN THE SHOE TRADE 
SATURDAY, MAY 1, 1937 


May 


1, 1937 


NATIONAL NEWS 





No Seasonal Let-Down in New York Selling 





Shoe Business Continues Upswing in New York Area as Stores 
Report Substantial Increases Over Same Period 
Last Year 


NEw YorK.—Style creation continues 
at a fast pace, if one may judge by 
the shoe promotions of metropolitan 
stores, now in full swing. It is hardly 
possible to recall a season, in recent 
years at least, when so many interest- 
ing innovations in women’s footwear 
have dawned on the style horizon, to 
amaze and startle, not only the buying 
public, but likewise those retailers and 
manufacturers who aré inclined to be 
more or less hesitant when it is a ques- 
tion of bold experimentation in radi- 
cally different patterns, shapes or 
materials. 

This year, however, there is very 
little hesitancy on the part of Fifth 
Avenue shoe buyers about launching 
new things, and this applies not only 
to the department stores and apparel 
shops, but to leading specialty shoe 
shops as well. This week a lot of pub- 
licity is being given to sandals con- 
structed with criss-cross bands of 
leather that give a wrap-around ap- 
pearance and are being featured in 2 
number of stores and in various colors. 
Saks Fifth Avenue features a very 
unique shoe that is in line with this 
trend, but fashioned from the new 
elastic leather developed by Padowa. 
Slater advertises a whole group of san- 
dals in colors for every costume, under 
the descriptive title, “Bands of Charm.” 
They are offered in various leathers 
and also in white linen. 

Lord and Taylor is showing a shoe 
they call their “Wrap Strap Sandal 
No. 2,” in suede, patent and calfskin, 
variously colored. The forepart is per- 
forated and the heel as well as the 
toe is open, with a buckle strap around 
the back. “Heels and toes out,” runs 
the description, “and there you have 
your foot looking daintier and smaller 
than you ever saw it.” 

During the past two weeks blue has 
taken the lead in. the Spring color 
parade, with black falling back to 
second place but still continuing to sell 
in large volume. Brown, which showed 
some little movement earlier in the 
season, has fallen off in sales. Other 





DATES TO REMEMBER 


Fall Showing Shoe Fashion Guild of 
America, Inc., Hotel Biltmore, New 
York y 3, 4, 5, 1937 


Boot & Shoe Travelers’ Association of 
New York, Beefsteak Dinner, Hotel 
Roosevelt, New York City, 7.30 P.M. 

May 4, 1937 


Boston Shoe Fair, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass. June 1, 2, 3, 1937 


Pacific Northwest Shoe Retailers An- 
nual Convention, Hotel Davenport, 
Spokane, Wash. 

May 30, 31, June 1, 2, 1937 

Ohio Shoe Retailers’ Association An- 
nual Midwest Shoe Fair, Hotel 
Netherland Plaza, Cincinnati, Ohio 

June 6, 7, 8, 1937 


Iowa National Shoe Travelers Associa- 
tion Shoe Fair, Hotel Fort Des 
Moines, Iowa June 6, 7, 8, 1937 


Wisconsin Shoe Retailers Association 
Convention, Plankinton Hotel, Mil- 
June 13, 14 and 15, 1937 


California Shoe Retailers ae —_ 
vention, Hotel St. Francis, Sa 
cisco, June 14, is. 16, "1937 


Illinois Shoe Retailers and aaa 
Annual Convention, Pere Marqu 
Hotel, Peoria, Ill...June 20, an, 22. 1937 


Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
| Spee re --July 18, 19, 20, 1937 





colors have made up a very small per- 
centage of the total volume of sales. 
The open shoes still continue their 
unprecedented popularity, despite the 
coolness of the weather. Where- 
as earlier in the season sales on the 
open shoes were generally limited to 
sandals and step-ins, during the past 
week or so, oxfords have been gaining 
in popularity in the open models. 
Fabrics, of which gabardine makes 
up the volume, still holds lead sales, but 
increasing sales have been noted on 
kid and calf. This may be due in some 
measure to the coolness of the weather. 


U. S. Labor Officials 
Seek Strike Settlement 


Boston, MAss.—News received here 
from Auburn, and Lewiston, Maine, 
shoe centers affected by strike of CIO 
shoe workers, indicated early this week 
that the month-old strike in the shoe 
factories of those two cities might 
come to an end soon. Government offi- 
cials, who arrived in that district late 
last week, were conferring both with 
the manufacturers and with officials 
of the CIO, which was instrumental in 
having the strike called and which 
hoped to enroll in its ranks a large 
enough number of employees to make 
the CIO the sole bargaining agency for 
all the workers. 

It is on this rock that employers 
and CIO officials had split, the em- 
ployers claiming, and proving in at 
least one case, that a majority of the 
workers were not and did not want 
to be members of the CIO organiza- 
tion; the CIO officials claiming that, 
under the Wagner Labor Relations 
Act, their actions had been justified. 

This claim apparently was negatived 
by the Supreme Court of the state 
which held that the strike was illegal 
and enjoined labor leaders from con- 
tinuing their strike activities. 

The Maine shoe strike assumed 
front-page proportions in the national 
news last week when the Governor 
called out the National Guard to en- 
force order. The injunction was ob- 
tained to forbid alleged unlawful ac- 
tivities on the part of strikers, and 
Powers Hapgood, of Boston, New Eng- 
land secretary of the CIO and one of 
the strike leaders, was arrested. All 
of these developments followed an out- 
break of violence in which stones and 
other missiles were hurled at police, 
and clubs and tear gas were used in 
vain to disperse the crowds. Hapgood 
was subsequently released. 

Dr. A. Howard Myers, New England 
regional director of the National Labor 
Relations Board, arrived Thursday 
from Boston and began a series of 
conferences with both sides. Thomas 
J. Williams, Federal labor conciliator, 
was also on the scene, trying to estab- 
lish a common ground on which manu- 
facturers and shoe workers could en- 
deavor to adjust their differences. 
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Dover Shoe Outlook 
More Stable 


Dover, N. H.—Increase in employ- 
ment, a spurt in the shoe manufactur- 
ing locally, and general stability mark 
Dover’s industrial situation at present, 
a survey of 15 major firms in this city, 
made by the Chamber of Commerce, 
shows. 

Two new shoe firms which have been 
located in Dover less than one year, 
lead the way in the absorption of the 
unemployed. The Dover Shoe Company, 
which located on Third Street last 
Spring, has swelled its organization 
steadily and now employs 225 in its new 
plant. Officials of the firm say orders 
on hand should carry through the late 
Fall and that they were anticipating a 
large Summer business. 

The other shoe firm, The Banner Shoe 
Company, announces that its payroll is 
now listed at 116. This firm moved to 
Dover last Fall, and in November had 
75 employees. D. E. Feldman, executive 
of the organization, stated that business 
warrants further expansion and added 
that more employees would probably be 
taken on during the late Spring. 

The Farmington Shoe Company, 
which hasn’t missed a week’s work in 
Dover in 14 years, reports that 350 are 
now employed there, the largest number 
since the depression set in. Business 
conditions there are reported as stable. 

The R. B. Ireland Shoe Company, an- 
other old Dover concern, reports the 
employees’ ranks have increased to 175 
and business is far better than last 
year, “a comparatively lean year.” 

Prosper Shevenell and Son, makers 
of shanks, counters, etc., report that 55 
are now employed at their factory. A 
report of stable business conditions was 
released recently from this firm. Pea- 
body Heel Company reported 40 em- 
ployees with business steady. 

Beckwith Box Toe Company, manu- 
facturers of a product widely used in 








shoe centers, now employ 150, the high- 
est point reached in three years. Again 
a favorable business report was re- 
ceived. 


Michigan Retailers 


Plan Meeting 

Derroit, Micu.—R. J. Schmidt of 
Hillsdale, president of the Michigan Re- 
tail Shoe Dealers Association, has 
issued a call for a meeting of the 
Board of Directors, to be held at De- 
troit early in May. Exact date and 
place of meeting had not been specified 
at this writing, but was being planned 
by the Detroit directors who will be 
host to the up-staters. 

Principal business of the meeting 
will be the selection of time and place 
for the annual convention and shoe 
style show, to be held probably in Janu- 
ary, 1938. 





Information Wanted 


The Inquiry Department of the Boot 
AND SHoe Recorver has a request from 
— thy i our a. for the name of 

age Many carrying spare parts 
fae pt B ury Sewing Machine. 

Will anyone having this infomation 
please write to the Inquiry Department, 
Boot anv SHoe Recorper, 239 West 39th 
Street, New York City? 


BOOT AND SHOE 





Boosts Early Sales of Whites 


SEATTLE, WASH.—Boosting the early 
sale of white shoes among the ten 
thousand students registered at the 
University of Washington in this city, 
was “Campus White Shoe Week,” cele- 
brated from April 13 to Saturday, April 
17, with the generous wearing of white 
shoes despite inclement weather. Both 
sexes sported whites as they crossed 
the campus between classes while white 
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shoe fashions of the leading shoe stores 
focused new attention on whites for the 
approaching Summer season. The shoe 
retailers grouped around the campus of 
the University district and along Uni- 
versity Way quickly placed in the fore- 
ground their white shoes and tied most 
effectively into the current event. 





Old Shoe Firm Modernizes 


BREMERTON, WasSH.— Kahn’s shoe 
and clothing store at 218 First Street, 
this city, is rebuilding its old location 
into one of the most modern stores in 
this Navy Yard City. It is to be com- 
pletely restocked and made ready for 
opening about May 1. -Kahn’s former 
retail outlet for shoes and other cloth- 
ing was demolished by fire in January. 


Latest Designs in 
Flying Shoes 

DayTon, OH1I0—While Mr. and Mrs. 
Average Citizen give little or no 
thought to the actual designs of shoes, 
merely following the edicts of the styl- 
ists, next Winter’s styles of flying shoes 
to be used by members of the United 
States Air Corps are now in the proc- 
ess of designing. 

At Wright Field, located at the city’s 
outskirts and the largest flying field in 
the world, members of the United States 
Army Air Corps materiel division are 
busy working on the latest in flyers’ 
Winter boots. 

The fabricated shoe decided upon has 
a heavy composition sole with non-skid 
treads for operating airplane foot con- 
trols, is lined with sheepskin and has a 
special insert to add to the warmth. 

The insert, a felt-soled slip also 
sheepskin lined, fastens on to the flyer’s 
foot separately and can be worn in 
place of a regular leather walking shoe. 
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Splendid showing in business increase for the month of 
March in the Forsythe Shoe Store of Baltimore resulted 
in a theatre party, dinner and dance, given by their 
home office and Paul Polati, district manager. Ben 
Rosenberg, manager of the store, felt this occasion was 
an appropriate time to give expression to the high re- 
gard which all the Baltimore employees have for Mr. 
Polati and presented him with a complete golf outfit. 
Left to right: Ben Rosenberg, Billy Hyers, master of 
ceremonies, Pent House Night Club, and Paul Polati. 


F. O. Hale, general manager of 
French Shriner and Urner Shoe 
Company (right), as he boarded 
the American Air Line's plane in 
Chicago for New York. He spent 
three days in Chicago visiting their 
stores and is looking forward to e 
Prosperous year in men's shoes. 


H. C. (Hank) Powelk of the Pied 
Piper Shoe Company, left, interna- 
tionally known ice boating champion, 
recently played host to S. J. Brouwer, 
Lighthouse keeper at Sombrero, prominent Milwaukee retailer, right, 
Fla., left, and W. J. DeWitt, of and W. W. Kiss, also of Pied Piper 
Shoe Form Co., Auburn, N. Y., Shoe Company, who spent the day at 
right, who recently made an inter- Mr. Powelk's all-year residence on the 
esting voyage through the Florida shores of Pewaukee Lake, sampling 
Keys on his motor boat, Caroline. his skill at the tiller of the ice boat. 


William C. Schlaefer, well-known shoe 
merchant of Wausau, Wisconsin, and 
Mrs. Schlaefer examining frozen banana 
trees in San Diego during their recent 
tour, which included San Antonio, Tucson, 
San Diego, Los Angeles, San Francisco 
and many other spots on the Pacific 
Coast. 


Pietures of Personalities in the News 











Men's Shoes 





“HIGHEST GRADE ONLY". 
EAST WEYMOUTH, MASS., U.S.A. 
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Women's Shoes 








KUSH-IN-EZE 
TWEAR 


VAUGHAN TOWLE CO. 


i A division of I. B. Bvans* Gen Co. 
. WAKEFIELD MASS. 














New Shoe Shop Opened 


BALTIMORE, Mp.—Peter’s Shoe Shop 
’ is a new addition to the Hamilton busi- 
; ness district, marking a return to this 
; section by this shoe interest. It has 
been opened in The Peggy Shop, a 
women’s specialty ar at 5414 Har- 
ford Avenue. 
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E. H. Minor to Represent 
W. T. Dickerson Co. 


CoLumBus, OHIO—E. H. (Larry) 
Minor, who has been successfully rep- 
resenting a large shoe manufacturing 
concern in St. Louis for several years 
past, is now associated with the Walker 
T. Dickerson Co., effective May 1, and 
will represent them in Ohio, West Vir- 
ginia, western New York and western 





E. H. MINOR 


Pennsylvania. Mr. Minor is a most 
capable salesman, possessing a prac- 
tical knowledge of some of the prob- 
lems confronting the retail merchant 
and is a hard worker, ambitious, per- 
sistent and enthusiastic in all that he 
attempts. The Dickerson Company feel 
that they are fortunate in securing 
his services and predict for him a suc- 
cessful future with their organization. 





Shoe Club Collection 


for Store Display 


NEW YORK—The Shoe Club of New 
York has decided to commercialize its 
collection of famous persons’ shoes 
which has been on display at the club 
rooms at the Hotel McAlpin during the 
past year, by renting the collection to 
various stores throughout the country 
for use as display in window and in- 
terior promotion. 

This collection, comprised of the right 
shoe of some 50 famous personages 
such as Albert Einstein, Charlie Chap- 
lin, Bill Robinson, Helen Hayes and 
many more has been engaged by the 
Famous Barr store in St. Louis for one 
week starting May 1. Following this, 
the collection is booked for the Joseph 
Horne Company of Pittsburgh and 
Goldblatt Bros. of Chicago. 

The revenue received from the rental 
of this collection for display will be 
used by the Shoe Club in its wide- 
spread welfare work. With this addi- 
tional income the club will be able to 
broaden its scope of aid to the indigent 
shoe and leather men. 


Peirce Store Modernized 


PROVIDENCE, R. I.—The interior of 
the Thomas F. Peirce & Son shoe store 
has undergone several changes, lending 
a modernized note throughout. 
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WHO ARE LOYAL TO 
MRS. DAY'S IDEALS 


These mothers who have 
bought Mrs. Day's Ideal Baby 
Shoes so generously, are pre-. 
sold on Mrs. Day's Shoes— 
and are prime prospects for 
the Flexible Hard Soles in the 
2 6 8 run—and the juvenile 
shoe departments that. sells 
them. 


MRS. DAY'S : 
IDEAL BABY SHOE’ CO. 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft Sole— 
Intermediate and 


FLEXIBLE HARD SOLES 
ES 








The women’s department, formerly 
sheltered by half-length wall cases, has 
now been brought out into the open and 
the cases removed. Shoe stock has been 
relegated to a position at the rear of 
the section, partitioned off for a much 
better appearance. This has given 
larger stock space and removed: ‘un- 
sightly stock appearance. he 

The children’s and orthopedic depart- 
ment has been enlarged to include much 
of the hosiery and handbag department. 
Hosiery and handbags are now sold in 
a department at the front entrance. 

Easter business at Peirce’s was very 
good, according to George E. Peirce, 
Jr., and business to date during 1937 
has been approximately 20 per cent 
ahead of business during that period in 
1936. 


J. W. Robinson Co. 


Men Advanced 


Los ANGELES, CALIF. — Philip Leh- 
man has been promoted from floor man 
to assistant to manager Paul Kirsh -* 
the shoe salon in the J. W, Robinson 
Co. store. He will assist Mr. Kirsh in 
the buying and departmental duties. 
Thomas R. Downey has been promoted 
from salesman to the position of floor 
man. Sylvester Braiden will continue 
to be Mr. Kirsh’s assistant in charge 
of the Stetson shoe section. 
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. . » To teach him to look inside 
the toe before he buys — and to in- 
sist upon a firm smoothness in the 
linings that will not break down dur- 


ing wear. 


. . « Celastic Box Toes turn the 
sales resistance of wrinkled toe lin- 
ings into the definite appeal of toe 
comfort by fusing those linings firmly 
— smoothly in place for the life of 
the shoe. 


. . « That's why more and more 
Celastic is going into men’s shoes. 
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= Owens SHOE CO. == 
——= 28 Goodhue St., Salem, Mess. ~~~ 











Joseph Lepgold 


MILWAUKEE, Wis.—Joseph Lepgold, 
68, local shoe merchant for 35 years, 
died recently at a local hospital. Mr. 
Lepgold came to Milwaukee 40 years 

ago and was active in Jewish affairs 


Obituaries 


Michael W. O’Brien 


CANANDAIGUA, N. Y. — Michael W. 
O’Brien, president, of the Rochester 
Top Lift Co. of this city, passed away 
April 20, at the Thompson Memorial 
Hospital here. Born in Hopewell, N. Y., 
May 27, 1869, Mr. O’Brien, early in 
life took to shoemaking as a natural 
inclination, securing his first position 
with D. Armstrong & Company where 
he was put in charge of assorting sole 
leather stock. 

He had a particular aptitude in the 
selecting of both upper and bottom 
stock which was quickly recognized by 
Mr. Harding, of Harding & Todd, manu- 
facturers of quality women’s footwear, 
who engaged him and put him in charge 
of their sole leather room. 

He was with Harding & Todd about 
three years, when A. J. Bolton, who was 
then manufacturing leather heels and 
top lifts, induced Mr. O’Brien to come 
with him. Mr. Bolton frequently made 
European trips, leaving Mr. O’Brien 
fully in charge of the running of the 
business. 

Mr. Bolton later organized the Roch- 
ester Top Lift Co. and Mr. O’Brien 
was made manager and treasurer of 
the company. He later bought out the 
business and at the same time purchased 
the Rochester Cutting Die Co. The 
business was rapidly growing so it was 
decided to build a factory in Canan- 
daigua and this was done in 1928. The 
business has been conducted there since, 
and along with Mr. O’Brien’s brothers 
the business has been successfully car- 
ried on. 

Funeral was held in St. Mary’s 
Church, in Canandaigua, Friday morn- 
ing, April 23, and burial was made in 
Holy Sepulchre Cemetery. 


Edward L. Hovey 


HAVERHILL, Mass. — Edward L. 
Hovey, a former manufacturer of shoe 
lasts, died April 22 at his home here, 
after a long illness, in his 78th year. 

Mr. Hovey was born in Haverhill, 
Aug. 1. 1859, and had lived here his 
whole life. He was for many years a 
member of the firm of J. H. Hovey & 
Son, retiring 20 years ago. 

He was a member of Merrimack 
Lodge, A.F. & A.M.; Pentucket Chapter 
and the Haverhill Commandery, 
Knights Templar, and Palestine Lodge, 
K. of P. 

He leaves his widow, Mrs. Mary E. 
Hovey; one daughter and a brother, all 
of this city. 





Walter D. Lynch 


Piqua, On10—Walter D. Lynch, 49, 
former Piqua shoe store proprietor and 
real estate owner, died April 17. Be- 
side his widow he is survived by his 
mother Mrs. Elizabeth Lvnch, and a 
brother, Raymond, all of Piqua. 


- 
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SHOE TREE COMPANY 
159 North Michigan Ave., Chicago, Illiscls 































Dancing Shoes and Taps 
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also, white kid 10c pair extra $1.20 


BLOG SHOE COMPANY 
147 Duane St. New York, N. Y. 


































Edmund J. Phelan 


Boston, Mass.—Edmund J. Phelan, 
formerly director of James Phelan & 
Sons, well-known Lynn shoe manufac- 
turers, died April 21 at his home in 
Lynn, in which city he had lived since 
birth. He was 72 years of age. Since 
the dissolution of his firm, a number of 
years ago, Mr. Phelan had devoted his 
time to his two hobbies, music and 
travel. He is survived by his widow, 
one daughter, one son, three brothers 
and three grandchildren. Funeral ser- 
vices were held at his home April 24, 
followed by solemn high mass of 
requiem at St. Joseph’s Church, Lynn. 
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Southern Store in Modern Setting 


peng ge alls Hew aa ye nade ye dg oalyaage mea, Ady Ar Aegan 


features in the modernized store of Hatch’s, Inc., at West Palm 


West Patm BeacH, Fia.—Hatch’s, 
Inc., self-called “a complete fashion 
store” have, as one of the many fea- 
tures of their modern store, this attrac- 
tive and up-to-date women’s shoe de- 
partment finished in a blend of pastel 
shades and designed for the ease and 
comfort of their patrons. 

The fixtures, designed and installed 
by the Grand Rapids Store Equipment 
Co., are of the modern type and are 
finished in a dark grained wood which 
stands out from the lighter colored 
walls and yet blends itself with the de- 
partment in pleasing contrast. 

Fitting chairs, designed by the Brou- 
wer Furniture Co., are of cream color, 


each, 


upholstered in French blue fabric. The 
floor covering is rose beige carpeting, 
outlined by a band of French blue. 

Outside of the shoes shown in the 
interior-lighted, set-in- display niches, 
all stock is hidden with access to it by 
means of curtained doorways in the 
rear of thé room. 

Modern diffused lighting, carried 
around the ceiling of the room in two 
flush bands of light, provide ample il- 
lumination for this modern department 
with the exclusion of eye strain. 

R. D. Hill, manager of this depart- 
ment, reports a very satisfactory busi- 
ness during this past Palm Beach sea- 
son. 





Increased Employment 
Boosts Shoe Sales 


DAYTON, OHI0-—With industrial em- 
ployment reaching the highest peak in 
its history and mercantile employment 
also hitting a new high during March 
in this city, payrolls likewise shot up 
to the highest point since October, 1929, 
according to statistics released by the 
Dayton Chamber of Commerce. 

“These figures are being reflected in 
the sales of men’s and women’s shoes 
in Dayton,” said M. H. Riggs, presi- 
dent of the Dayton Shoe Retailers Club. 
“Despite backward weather for men’s 
white shoes, women’s shoes in colors 
are moving at a rapid rate. There is 
not a retail shoe dealer in Dayton who 
is not ahead of a year ago in sales by 
a wide margin. 

“When Dayton’s factories are operat- 
ing on full time, this city is one of 
the best selling spots in the country. 
Plants today are going at full blast 
right now and in fact, some are work- 
ing three shifts daily in the efforts to 
catch up with the vast amount of orders 
being received.” 

Mr. Riggs also pointed out that other 
lines of work in Dayton are also pick- 


ing up rapidly, with building operations 
for the first quarter of the current year 
totaling $255,000 as against $88,000 for 
the same period last year. 

In addition, Forbes’ Magazine has se- 
lected Dayton for the tenth consecutive 
month as one of the best points in the 
United States for aggressive retail 
sales campaigns, collections, etc. 


M. J. Creighton Elected 
to Board of Directors 


STAMFORD, CONN. — Maynard J. 
Creighton, general manager of the 
Zapon division of the Atlas Powder 
Company here, was elected to the board 
of directors of the Atlas Powder Co. 
at the recent annual meeting. 

Mr. Creighton joined the Atlas 
Powder Company in 1915, the same 
year in which he was graduated from 
the University of Maine. After gen- 
eral experience in various plants and 
at the Perryville Ammonium Nitrate 
onerations, he was transferred to the 
Wilmington office of the company in 
1919 to take charge of the research di- 
vision. 

In 1924 he became associated with 
the Zapon Company and became gen- 
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eral ‘manageéi of the division in 1935. 
In this capacity he has charge of all 
cellulose products manufacture and all 
sales for the company, including indus- 
trial finishes and coated fabrics. He 
also is in charge of the Zapon Brevolite 
division with plant and offices at North 
Chicago, Il. 


Boston Boot and Shoe Club 


Elects Officers 


Boston, Mass.—Eugene L. Wyman 
of the United States Leather Company, 
was reelected president and treasurer 
of the Boston Boot and Shoe Club at 
its last dinner meeting of the season, 
held April 21 at the Boston City Club. 
Other officers included: 

Vice-presidents, Francis B. Master- 
son of the Hub Shoe Co.; Louis H. Sal- 
vage of the Louis H. Salvage Shoe 
Co., and F. C. Donovan of F. C. Dono- 
van, Inc. 

Treasurer, James H. Stone. 

Directors, John E, Daniels, John E. 
Daniels Leather Co.; James P. O’Brien, 
Williams Cut Sole Co.; Richard J. 
Renn; Ellis Gordon, Ellis Gordon & 
Sons; B. Stanley Jordan, Jr., Dungan 
Hood & Co., Inc.; Max Wind, Wind In- 
nersole & Counter Co.; Roy F. Johan- 
son Eagle Shoe Mfg. Co.; W. J. Mc- 
Henry, The Linen Thread Co.; Everett 
T. Packard, Avon Sole Co.; William W. 
Leavitt, Arnold Bros. Co.; John F. Mur- 
phy, Ohio Leather Corp., and Charles T. 
Cahill, United Shoe Machinery Corp. 

Oscar L. Horton, of the George H. 
Webster Sole Co., and treasurer of the 
Boston Bees, the speaker of the evening, 
entertained a large gathering which 
included many of the sons of the club 
members, with inside stories of profes- 
sional baseball. 


Wisconsin Shoe Retailers 
to Meet Next Month 


MILWAUKEE, WIs.— The Wisconsin 
Shoe Retailers Association is planning 
to hold its annual convention at the 
Plankinton Hotel, in Milwaukee, June 
13, 14 and 15. An interesting program 
is being worked out, details of which 
will be announced within the next 
two or three weeks. A special feature 
will be an elaborate list of entertain- 
ments for ladies who accompany their 
husbands to the convention. Members 
of the committee in charge of arrange- 
ments anticipate a large attendance. 


Advance Notice 


to Customers 


DayYTON, OHIO— Ahlers & Davis, 
men’s furnishers, believe in giving their 
customers “advance notice” of a price 
increase to be made on all shoes han- 
Gled by the firm. A newspaper adver- 
tisement appeared in the local evening 
newspapers on April 20 indicating that 
prices would be boosted on May 3. 

This firm handles French, Shriner & 
Urner shoes for men. 
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RETAILERS: Give your 
customers more for their 
money by specifying 
LEATHERPLUS soles .. . 
waterproof... 
more flexible ‘a 
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Modernization 


MILWAUKEE, WiIS.—An excellent ex- 
ample of economical modernization is 
the renovated downstairs shop of the 
S. J. Brouwer Shoe company’s down- 
town store here. The program included 
the upholstering of the department’s 60 
chairs, redecorating, new moldings, new 





Another view of the 
modernized §S. J. 
Brouwer basement, 
showing new display 
counters and effective 
treatment of old iron 
columns to match 
counters. 


display counters and modernized wall 
display cases at an approximate cost of 
$1,000. . 

The chairs have been padded and up- 
holstered in green imitation leather to 
blend in harmoniously with the ivory 
ceiling, peach colored walls and shelv- 
ing and rust painted floor. The inside 
of the enlarged wall display cases is 
painted a coral color. 

The old display counters were dis- 
carded for.five 24-foot wide by five-foot 
overall display cases, while the old iron 
columns extending from the floor to the 
ceiling, have been covered with new 
molding in keeping with the rest of the 


in Milwaukee 


remodeling. New carpeting was added 
between the rows of chairs. 

Another improvement is the changed 
seating arrangement, which has given 
the sales floor a wider appearance. 
Where before the chairs were arranged 
entirely across the width of the floor, 


Corner of S. J. 
Brouwer’s downstairs 
shop before. modern- 
ization plans were car- 
ried out, showing 
wooden seats, which 
have now been padded 
and upholstered. 





they have now been departmentalized 
so that children’s, women’s sports, 
women’s dress and arch support shoes 
each have their own department. The 
shop measures about 40 by 100 feet. 

This four-department arrangement 
has simplified the seating of customers 
and has resulted in most of the chairs 
being used, whereas formerly this was 
not always the case. While the base- 
ment shop still handles boots, men’s 
work and dress shoes have been trans- 
ferred to the upstairs department. 
Prices featured in this downstairs’ de- 
partment, exclusive of boots, range 
from $5.50 per pair and down. 





C. K. Taylor Proposes 
Summer Outing 


Detroit, MicH.—A proposal for a 
Summer outing for Michigan retail 
shoe men was made recently by Clyde 
K. Taylor, former president of the 
Michigan Retail Shoe Dealers Associa- 
tion. “A location centrally located and 
convenient to everyone should be se- 
lected, perhaps fifty to seventy-five 
miles away from Detroit. We want a 
good golf course and refreshments, and 
we can have a good time. I don’t think 


we want a shoe show—they can be held 
indoors elsewhere, but just a good so- 
cial get-together, such as Michigan has 
never held before. It will fill up the 
program which now concentrates on the 
Winter convention and show.” 





Sells Interest in Shoe Store 


GREEN Bay, Wis.—Mrs. Rose Pech, 
for the last 30 years associated with 
Kabat & Pech, local men’s furnishings 
and shoe dealers, has sold her interest 
in the firm to Joseph Kabat and is re- 
tiring from activity in the store. - 
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Buy THIS Book 


Quick Help for Shoe Retailers 


This is the first and only book of its kind; an en- 
cyclopedia of practicable, workable ideas for the alert 
experienced merchant. Not a theory in the boo aot 

“rock bottom” facts. ... It is NOT just othe na shoe 
book, but offers the shoe merchant the best ideas from 
almost the entire — field for instant adaptation 
to his requirements. . 


“2222 RETAILING IDEAS” 


Enables you to put ideas into action from the hour it reaches 
your hands. Concise, all ‘‘meat,” it is ten 


The BROOKMIRE 
ECONOMIC SERVICE 


Descriptive booklet of Brookmire 
Services and sample Bulletins on 
investment, business and economic 
subjects will be mailed on request. 


Investment 
and 


Economic 
Counselors 


Kindly address Department 39 


BROOKMIRE 


Corporation—I. nt C lors and 
Administrative E ists—Founded 1904 


551 Fifth Ave.. New York 


books boiled down into one—a time-saver for 
the busy merchant, and a reminder of important 
details. Some of the 39 CHAPTERS— 
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Ideas 


Ideas to Attract- Children 


Anniv Sale Ideas 
Spring and Summer Ideas 
oting Content Ideas 
Mailing List Ideas 

Dollar Day Ideas 
Mother’s Day Ideas 
Hosiery Ideas 


39 Chapters 
337 Pages 


$ 3-00 -00 


PAD 
Please re- 
mit with 

order 


239 West 39th Street 





Ideas for thee Selling, D Stock-k 
aa ol ig, Display, eeping 
Prize, Ditcane and Gift Ideas 


Miscellaneous Ideas 
Management and Economy Ideas 


Wee Tasks’ Gesete, Mere Actrociine 
tmas Crowds 
Ideas for Merchants Who Get Together 


Cash, Credit and Collection Ideas 


2222 ideas, seven for a cent; one used 
more than pays for the book 
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Times the A. A heart ef 
nadie ie city.” ~ 


disturbed sleep . 


Daily rates begin at 


yo one i 
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Enjoy delicious cock- 
tails in the popular 
PICCADILLY CIR- 
CUS BAR! Biase 
critics say It's one of 
New York’s smartest 
places . . 


Dine and dance in the 
beautiful GEORGIAN 
ROOM. Musie by Jeno 
Bartal and his or- 
chestra. No cover or 
minimum charge... 


T. J. Mathieu, Mgr. 





New Store Schedule 
in Buffalo 


BuFFALO, N. Y.—Shorter working 
hours and. longer summer vacation 
schedules have been introduced by de- 
partment stores and specialty shops 
affiliated with the Retail Merchants’ 
association, it was announced by Wal- 
ter J. Brunmark, president of J. N. 
Adam & Co., and head of the associa- 
tion. Several hundred shoe salespeople 
employed by the downtown stores are 
affected by the new schedule. 

Effective immediately store hours are 
from 9:30 a.m. to 5:30 p.m., and the 
lunch period is increased from 45 min- 
utes to one hour, so that the work week 
is reduced three hours. Summer store 
hours effective July 6 and continuing 
until August 28 will be from 9:30 
a.m. to 5 p.m., a shortening of another 
three hours during the two mid-sum- 
mer months. Stores will be open all 
day Saturdays except Adam, Meldrum 
& Anderson Co., and Flint & Kent, 
which will close Saturdays but will keep 
open a half hour later in the after- 
noons. 

All employees with more than six 
months’ service will receive a 3-day 
vacation with pay. Employees with 
more than one year’s service will get 
a week’s vacation and all with more 
than two years’ service will receive 
two weeks’ vacation with pay. Hereto- 
fore vacations have been restricted to 


one week for employees with more 
than one year’s service. 


New Women’s Sport Shoe 
Section Opened 


NEwarK, N. J.—“Outdoor life begins 
at your feet with gay new play shoes,” 
was a part of the catchy copy used in 
advertising matter heralding the open- 
ing in April of the new Playshoe section 
of the Ladyslipper Shop of L. Bamb- 
erger & Co. department store in this 


‘city. As its name implies, the section 


is devoted to women’s and misses’ sport 
shoes. Among the styles featured are 
the sport oxford in white canvas with 
rubberized brown or blue suede trim; 
punched oxfords with sueded vamp and 
fabric backs in black, white or blue; 
gore step-in cotton twill in blue or blue 
and white, with sueded tongue, and 
white canvas with brown or black wash- 
able rubber saddle. 


Store Avoids Display Loss 


CLEVELAND, OHIO—When the Nunn- 
Bush shoe store at 809 Euclid Avenue 
was all remodelled in early April, the 
usual wooden barricade was erected 
around the front. However, a display 
window was incorporated directly in the 
barricade so that footwear was shown 
throughout the working period. This 
was combined with large signs to per- 
suade the public that business was 
going on as usual on the inside. Accord- 


ing to “Jack” Reese, manager, the al- 
terations did not appear to affect the 
turnover in the least. 

Remodelling included installation of 
an air-conditioning system, new paint, 
carpeting, new lighting fixtures, new 
offices, and an entirely new front of- 
fering 50 per cent more window display 
space than before. 

“Jack” Reese has been with Nunn- 
Bush for 11 years, the last six years 
in Cleveland. 


Solving Old Problem 


BIRMINGHAM, ALA.—The old problem 
of having a customer come into the 
store and try to tell a salesman which 
pair of shoes displayed in the window 
she would like to try on, has been solved 
by Burt’s Shoe Store at Birmingham. 
Every pair of shoes displayed in the 
windows recently carried a card with 
a number on it and signs were placed 
in the window telling shoppers to ask 
for styles by numbers. The plan work- 
ed out well. 


New Shoe Department 


MILWAUKEE, Wis.—R. & H. Miller 
Stores, Inc., have opened a new women’s 
ready-to-wear apparel shop in down- 
town Milwaukee, which includes a shoe 
department on the mezzanine floor 
across the rear half of the store. Mod- 
ern throughout, the building is the first 
in Milwaukee without outside windows 
on the upper stories. 
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The background of the card 
is light green with a deep 
Senin bright yolow. "The 
sign in brig ° 
ticket is in two harmonizing 
shades of green on a white 
background. 
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CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated above; 
or oval base-burnished gold— 
three color trim. These modern- 
istic holders take any size card, 
and hermonize with the finest 
window displey fixtures. 


Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 

each month for men's, women's, children's shoes, 

women's hosiery. store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35c each 


(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations od blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10-—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $6.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 


Polly Clips 
PouyCGie _. , 
for Price Ticket ~ ange a 


| eee. $2.25 
aati 








Recorder Stock Record t f 
Tickets 


tor shoe cartons. Cyclone clips 
Natural View sesaeceen 


SHOE OLDER - SS 


Natural View Shoe Holder 
To display shoes as the wearer 
pot see them on his 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 
12 dozen (printed or blank) 
& o oe o Ld 


SPECIAL: 


Combination of 
Cie ced cae ae Dai ot 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
ecards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. ; 

IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, ere 35¢ per fifty, additional. 





SERVICE | MONTHLY HOLDERS Tickets 





Ne. | $5.00 6 100 





Ne. 2 4.00 4 100 





-Ne. 3 





Ne. 4 
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“X"; Shell pink 
“U"s 7 ee board. Design in 
aaa rt eem lavender and green. 


Beige board. 
im qrange 
and green. 


be ‘ed J 
Design 


Size: 1/2” 1 244"—Prices on opposite pege. 
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lines not carried.) 


For 


+-. per year, payable 
- per month. 


For this service we will pay 


MERCHANTS 


cash in advance, full year’s 


SE 


subscribers 
must be drawn on U. §S. 
1 A 


service, 5% discount. Checks 
foreign 


exchange. 


. or i 
if for any unforeseen reason 


we wish to discontinue ser- 


STORE NAME 





from 
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BOOT € 


ST CHICAGO:ILL 
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STATE 


RVICE 


DEP 
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OWNER SSS 
STRERT SS 


month additional for 

each month’s service deliv- 

ered. and agree to return the 
card holders 


per 


vice before expiration of or- 
der, we agree to pay $1.00 


ARTMENT 


SHOE 


@neok, with oreer. otense. uatess C.0.0. oreterres 


sages,”’ beginning with MAY, 
continuing monthly for one 


Please enter our order for 
the Recorder “Selling Mes- 


++» Consisting of 
+--+. Card holders (with 


year, for Card Service 
the first month’s service), 
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Classigeed) and) Want Ad’ 





SALESMAN WANTED 


POSITION WANTED 


MERCHANTS’ NEEDS 





REPRESENTATIVES WANTED — Estab- 
lished spat manufacturer has good territories 
open. Complete line, easily and quickly pre- 
sented. Liberal commission—retail, department 

store and wholesale price range. Reference. 
Address F-321, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





EXPERIENCED shoe salesman with good fol- 
lowing in Maryland, District of Columbia, 
Virginia and Carolinas to carry in-stock line of 
Women’s Welt-O-Pedic Arch Supports, Men’s, 
Boys’ Children’s and Growing Girls’ Sport 

Oxfords retailing at $2.00 to $4.00. Will allow 
drawing account to the man who can obtain 
results, in established territories. Full particu- 
lars in first letter. A. Meltzer, 28 N. 4th 
Street, Philadelphia, Pa. 





LINE WANTED 





SHOE salesman on better women’s shoes. 
Young, energetic, ambitious with a acim 9 
personality. Has an extensive shoe backgrou’ 
Studied shoe designing and fitting end is an 
expert salesman. esident in New York City. 
Address F-331, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





Window trimmer, 12 years’ experience in 
window trimming and retail shoe selling. 
Wishes to locate with small. chain. Highest 
qualificetions. Address F-332, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





¥ OUNG man with 14 years’ practical shoe 
manufacturing experience, able to install and 
supervise shoe factory cost system, including 
upper leather control and office management. Ad- 
dress F-335, care Boot & Shoe Recorder, 209 S. 
State Street, Chicago. 





Bo, sober, reliable. Twent married, age 
40, Sober, reliable. Twenty years thorough 
t and chain retail ex rience, doin 





A-1 SALESMAN 
PRODUCER 
COMMISSION 
Sueeessful srlesman—exeeptional record—outsta ing 
references—desires line women’s and growing site 

popular priced shoes for California. 
Commission only. a te er + interviewed nae. 


diate a 
care Boot dy AA A 239 West 39th Street. 
New York, 








eR ea 


Women’s Line Wanted 
For Middle West 


High style shoes. Wholesale $2.40— 
2.50 top. Ten years’ experience—big 
following in this territory. 
Address F-336, Care 
BOOT AND SHOE RECORDER 


350000 to $150,000 yearly. ow employ 
Can go anywhere. Address F-334, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





WANTED TO PURCHASE 











208 South State Street, Chicago, Ill. 








AVAILABLE—iive promotional saleman on 

introducing advertised feature line. Popular 
priced women’s or men’s pre‘erred. References. 
Address F-330, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





VOLUME accounts known from coast to coast 

all department stores and volume buyers. 
Prefer women’s popular priced style shoes. Ad- 
dress F-329, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





FOR SALE 


WELL Established Shoe Dept. in largest es. 

Store in Central Wisconsin, pop. 
Reason for selling. Address—Shoe Dept., Dodee 
Davis, Sparta, Wisconsin. 





Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 
Phene WOrth 2-5377 and 5378 











SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518t 








WE aaah 
and we 


Entire PR — 
Btocks. J Ae i qo such 
Wait-Orer Florsheim, momage Vital 

telens, # Stetson, Red ‘Gocan Nunn Bush, Ete 

IRVIN BUBIN 
“The House of Jobs’’ 
89 Reade St., pte Church 

Phone Barclay 7-7887 New York City 














GOOD & BAD 


Used Upholstered 
THEATRE CHAIRS 


While They Last 


a USE Coyne. . INC. 
WINCHESTER ST., BOSTON 














Composition life size hands, ten 
inches high, porcelain white fin- 
ish—Display hosiery on the 
hand, place shoe over it—Truly 
a unique and timely item—Guar- 
anteed to please. 


ORDER NOW 


SEGALL & SONS 
923 ARCH ST. 
PHILADELPHIA, PA. 














Femco Shoe Co. Moves 


NorTH ABINGTON, MAss.—The Femco 
Shoe Co., successor to the Fatousis Shoe 
Co., has moved to the former M. N. 
Arnold Shoe Co. factory in this town, 
where they have larger and more mod- 
ern plant facilities. 

The company manufactures goodyear 
welt shoes for men and children. It is 
operated by Nicholas Elksnin, clerk; 
Charles H. Murphy, treasurer, and 
George Fatousis, president. 














pict onl should be 





The rate for Fermi. Lines Wanted” 
mum charge, 75 cents. For all other classified advertisement 
When a box number is desired twelve words should be added for the address. all cduer ques cach Gast ef Ge 


CLASSIFIED ADVERTISING RATES 


anted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
s the rate is 7 cents per word. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
> Advertisements for this page must be in our New York office on Friday of the week preceding publication. 





Minimum charge, $1.25. 
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Announcing 


SERVICE 


Prices 
on Request 


New Shoe Technique 


Stores requiring shoe factory service are 
invited to send us this type of work. 

An entire factory equipped with modern 
shoe making machinery now devoted ex- 
clusively to high grade shoe repairing. 


Moirsd Sroo 


SHOE SERVICE 
CHICAGO 
412 ORLEANS ST. 


CHICAGO'S DOMINANT SHOE SERVICE FOR 20 YEARS 


niin 


NEW SOLES 
ALTERATIONS 
RE-STYLING 
FOR 
MEN o* 
WOMEN 
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New Store in Detroit 


Detroir—One of the most modern 
shoe stores in this territory catering 
to the colored trade has recently been 
opened at 3510 Hastings Street as the 
Kapsen Shoe Store. Owners are Ber- 
nard Eisenman and Hyman Kaplan, 
who were formerly connected with the 
Modern Shoe Store, in the same 
neighborhood. 

The store is directly opposite the 
Brewster Project, a Government re- 
housing project, now under construc- 
tion. This ground was cleared after 
personal dedication over a year ago 
by Mrs. Franklin Roosevelt, and is 
intended to provide modern new hous- 
ing in what was one of the worst city 
slum areas. 

The building housing the Kapsen 
store is a brand new one in appear- 
ance, and one of the best looking along 


Hastings Street, which is a colored 
business center for about three miles. 
The store has a low brown front, with 
Neon sign. Black gall-steel construc- 
tion is used for the base of.the win- 
dows, with chrome trim. The windows 
are set in irregular outline, with a 
center entrance, combining modern- 
istic touches with effective display. 
The store itself is small, but effec- 
tively laid out with a separate display 
for hosiery. Red leather upholstery 
for the fitting chairs and open stock 
arrangement complete the layout. 


Shoe Store Remodeled 


Paris, ARK.—The interior of the 
Paris Shoe Store is being remodeled 
and reconditioned, according to an an- 
nouncement by Max Sutton, manager 
of the firm. 





MERCHANTS’ NEEDS 








THE ORIGINAL 


Shoe Shrinking Devices. 
DO NOT BE MISLED 
by patent warning notices. 
We own Patent No. 1990142 


These shrinking devices enable you to 
make all your customers not only satisfied 
but permanent by giving 
them added service in 
eliminating gaping and 
fullness from around the 
top of shoes, preventing 
slipping at the heel or 
ping at the sides, and 
y removing wrinkles 
from quarters, vamps, 
and linings. These de- 
vices when used with 
our specially prepared 
fluids, which are scien- 
tifically necessary 
shrink fullness from all 
leathers or fabrics with- 
out harm to either. 
Send your order or write for detail in- 
formation. 
Special combination offer $25.00 (fluids in- 
pose in above prices) f.o.b. Indianapolis, 
ndiana. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, ind. 





Bernstein Enters Retail Trade 


Cuicaco, Int. — M. L. Bernstein, 
formerly Chicago representative of the 
Scholl Manufacturing Company, has 
resigned from that company and has 
entered the retail shoe business in this 
city. With his brother Milton, Mr. 
Bernstein will open two store in this 
city, one at 4088 W. North Avenue and 
the other at 2449 W. Devon Avenue. 
The stores will operate under the name 
M-B Booteries. 


Fred Ullman Goes Abroad 


New YorK—Fred Ullman, shoe styl- 
ist and designer, with offices in the Mar- 
bridge Building, 47 West Thirty-fourth 
Street, this city, sailed for Europe on 
the Acquitania on Wednesday, April 28. 

Mr. Ullman’s trip is for the purpose 
of studying the latest in shoe fashions 
at various style centers in Europe. He 
plans to be in England for the corona- 
tion and then on to France, Italy, Hun- 
gary and Austria. His return is not 
definite but will be some time in the 
next few weeks. 


May Store Sold 


Fort ATKINSON, Wis.—Earl and 
Lawrence May, who took over the re- 
tail shoe store of Carl Zeugner here 
about a year and a half ago, have sold 
out to George D. Conlin, Madison, Wis. 





See ee ene 
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Plaut-Butler to Move Plant 


LAWRENCEBURG, IND.—Moving of the 
Plaut-Butler Shoe Company from 
Lawrenceburg to Harrison, Ohio, was 
officially announced recently by Nathan 
Stix of Cincinnati, one of the owners 
of the company. 

Mr. Stix said $35,000 for the erection 
of a one-story building had heen 
pledged by every merchant in Harri- 
son. 

Mr. Stix also said he had agreed to 
move into the new plant if it can be 
completed by June 20, and if the cun- 
struction work is not finished by that 
time his company would not be able 
to move until October. 

Plaut-Butler Shoe Company intended 
to build an addition to their Lawrence- 
burg plant and increase their force 
to 100 more employees, but the recent 
flood changed these plans. Damage to 
the property here amounted to approx- 
imately $100,000, Mr. Stix said. 

The company now employs 350 men 
and women, about equally divided, and 
the daily production is 1,500 pairs of 
women’s shoes a day. Production will 
be increased to 2,090 pairs of shoes a 
day in Harrison with an increased 
force of 100 shoeworkers. More than 
50 per cent of the skilled workers have 
agreed to continue in the company’s 
employ at Harrison. 





Melville Employees Hold 
Annual Dinner-Dance 


Woroester, Mass. — About 400 
Worcester employees of the Melville 
Shoe Corp. of the warehouse, account- 
ing and merchandising control depart- 
ments of the company, attended the 
annual dinner-dance at the Hotel 
Bancroft April 27. The party was a 
social affair with no speaking program. 

Ward Melville, president of the com- 
pany, attended. Others from the head- 
quarters of the company were Williams 
J. Cibb, vice-president; George Dick, 
men’s shoe buyer; Robert P. MacGrath, 
personnel director; Rey Dovell, public 
relations director; Miss Edith Fuller, 
secretary to Mr. Melville; Miss Mar- 
garet Rauth, secretary to Mr. Mac- 
Grath, and Miss Bessie Bucher, New 
York office manager. 

Miss Mae Coleman of the Worcester 
office was chairman of the committee of 
arrangements, assisted by Miss Cath- 
erine Fleming, Miss Marie Frazier, 
Mrs. Margaret McCarthy, Albert Masa- 
sas, Malvern Ray, George Garabedian, 
Henry McKenna, Edward Larocque, 
Eugene Guynup and Victor Stolulonis. 

There was entertainment after the 


dinner and before the dancing. 





Duynslager Store Plans Move 


PULLMAN, WasH. — Duynslager’s 
Shoe Store in this collegiate city is soon 
planning to move to a larger and finer 
location, where new stocks of footwear 
will shortly be installed. . 
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Buying G 


BOOTS AND SHOES 


BLOG SHOE COMPANY, New York City...... SRE ERS bar ee ae . Pelee vacua 56 
BROOKS SHOE MFG. CO., Philadelphia, Pa........... 00. cece eee cece cece eeucece 58 
BROWN SHOE COMPANY, St. Louis, Mo..........0000 00. ccc ce cece ce cccccees 36 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass...............0.cccc cee ueees 54 
COLT-CROMWELL CO., INC., New York City.......0. 0000 cc ccc cece ence eceee 48 
ENDICOTT-JOHNSON CORP., Endicott, N. Y............0 ccc cece ce cenceceuees 4,5 
FLORSHEIM SHOE CO., Chicago, Ill....... 0.0.0.0 ccc eee nee tts eet ies: 12 
GILBERT SHOE CO., THE, Thiensville, Wis............... 00. cc ccc cec ccna cecceces ! 
GREEN SHOE MFG. CO., Boston, Mass........... 0.0.0. cece ccc eceeccees Back Cover 
JUSTIN, H. J., & SONS, INC., Fort Worth, Tex..... 0.000 ccc ccc ccc ccc cee eeeen 31 
KRIPPENDORF-DITTMANN CO., Cincinnati, O....... 000.0 ccc ccc cee ceecccccccuus 6, 7 
MANFIELD & SON, LTD., Philadelphia, Po. 22.0.2... cece ccc cece nec c cc cecuees 46 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass............ 0.0.0.0 ccc ceec ce eeee 54 
NUNN-BUSH CO., Milwaukee, Wis.... 2.0.0... cece ccc ec ec ce cee ueecucens 3rd Cover 
O'DONNELL SHOE CO., Humboldt, Tenn... 00.0000 ccc cece cece cccweues 58 
are Sete GO, SONI 0G ia 8 oS BR RR is 56 
TWEEDIE FOOTWEAR CORP., Jefferson City, Mo... 00.2... 0c cece cece eccsecuees 14 
UNITED STATES RUBBER PRODUCTS, INC., New York City................. Front Cover 
VAUGHAN-TOWLE CO., Wakefield, Mass............ 000. cece cece ecu cuccceevess 54 
LEATHER AND OTHER MATERIALS 
ALLIED KID CO., Boston and New York City. ...........ccccceewcccccecnecuceces 47 
AMERICAN HIDE & LEATHER CO., Boston, Mass................... Ae St eee 45 
COLONIAL TANNING CO., Boston, Mass..............cccceeceeccesucuuewaces 2 
DEWEY & ALMY CHEMICAL CO., Cambridge, Mass.............002 cece ce uee 38 to 44 
ENGLAND WALTON DIV. A. C. LAWRENCE LEATHER CO., Boston, Mass.......... 52 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis... . 2.20.00. cee cee eee ence eee 33 
GOODYEAR TIRE & RUBBER CO., Akron, O......0 00000 cece cece cence eeees 27 
HUBSCHMAN, E., & SONS, Philadelphia, Pa... 0. cece cee ees 2nd Cover 
MISTLER ERATIIER CO, Diatinn, Mattia. iii... cs ds tas cpevc cvacccvacchbesdiians 29 
SURPASS LEATHER CO., Philadelphia, Pa...... 6.0... cece ccc cece e nce cat eceewecis 8 
VAN TASSEL LEATHER CO., Norwich, Conn.........0.. 0.00 ccc cee eee eee cee 54, 5, 58 
YOUNG, RICHARD, CO., New York City..... 0.0... ccc cece cece cee eeeeeees 8 
ZIEGEL-BISMAN CO... Basten, Waa aac oc oie .ass oo ss cc avice nme op dcensaweroucechece 8 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
HOOKLESS FASTENER CO., Meadville, Pa. ...... ES eee te Wie ee AE DANES “” 
SPAULDING FIBRE CO., No. Rochester, N. H........ 00. ccc cee eee cee eee cecees 3 
UNITED LAST COMPANY, Boston, Mass.............ccccenceeectecececereeenee 34, 35 
UNITED SHOE MACHINERY CORP., Boston, Mass.............2..00.- 000 eeaee 50, 55 
STORE EQUIPMENT AND FINDINGS 
PORT ee ny ON OE SI Wiis a hsv erivpas. srw ange sideawibendemelecunnindaeee 46 
See: Geena, Ce Wt, Cem, Fea as kb heed bs Siac De ewe 10, HH 
Ss By PG Peis 5 iii 8 Es ai a een HL Rds 62 
SIMPLEX SHOE TREE CO., Milwaukee, Wis...........00 000 eee cece uees 56 
ST BGs Ds taeonnlla tad, is. iis’. ee 63 
MAG COMBE: Bk het Me... 0. i 37 
MISCELLANEOUS 
AMERICAN WEEKLY, New York City... 2.2.0.0... 00. c ccc cece cece ccc eee e ee eeees 9 
BARIS SHOE COMPANY, New York City... .. 0.20000 cee ccc ccc ee euee 62 
NII, SE NE INN nies. 5 ne 9 spag.® mason s o> errarid co uinaticenihe Meme end 59 
Or rs is I NN coon ve bole vies binwthcien oBirce soeewvs da veeys 62 
DE WITT CBRNE FOCI ooo cise ce cc cedeiceweceve Ret eeee cee we eee gee se cwns 48 
HOTEL PICCADILLY, Now York City... ... occ bce ce ced eee dees 89 
IRVIN RUBIN, Now York City......... basa Wa ev ae AUS sdk ds Fe hk bas use Re ERS 62 
KIRSCH-BLACHER CO., INC., New York City. .... 2.220000 cc eee cece 62 
re I I oo oa uh dec che oec civ cslcaceatueglicsies cctvesccds 63 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass.................... 56 
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Compo Single-Sole Shoes are lighter and more 
flexible. Better wearing, too, for the central 
portion of the forepart, or tread area of the 
sole, is but a single piece of sole leather in its 
original form. Arch-type shoes have some sort 
of feature to give sturdy, strong support at the 
arch. In dressier types, with medium or higher 
heels, the most approved modern shoe is made 
by. the Compo Single-Sole technique. Arch and 
back-part are the same, but this modernized 


A cemented shoe is only as good as 
the cement which holds it together. 
Be sure your shoes are bonded 
with Compo Cement formulated 
exclusively for Compo Shoes by the 
du Pont Company. 


Single Sole — 
Flexible Forepart 


RIGID ARCH— FLEXIBLE FOREPART 
SINGLE-SOLE CONSTRUCTION 


forepart gives far greater flexibility, ease and 
comfort to the wearer. Compo Single-Sole 
Shoes are the ultimate in fine feminine footwear 
—an established success in many a leading 
factory — more are being made every season. 
And now the well-known advantages of Single- 
Sole Construction are introduced in Compo 
Arch-Type Shoes — another important achieve- 
ment of Compo Engineering. Compo Shoe 


Machinery Corporation, Boston, Massachusetts. 


SINGLE-SOLE ARCH-TYPE SHOES 
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and Executive offices, 239 West 39th St., New York, inte! 
Subscription price $3.00 per year. Printed in U. 











G. LEVOR & CO. 









BOOT AND SHOE RECORDER, May 8, 1937 


1365——White Elk Bal, composi- 
tion sole, 9/8 rubber heel, 
McKay construction. Sizes 6/11. 


$1.52//, 













1347—White Elk Bal, cord 
vamp, composition sole, 9/8 
rubber heel, McKay construc- 
tion. Sizes 6/11 ...... 1.52!/, 











PUES tow 





1366—White Elk Bal, composi- 
tion sole, rubber heel, McKay 
construction. Sizes 6/11. 1.52!/, 













1353—White Elk Bal, ventilated, composi- 
tion sole, rubber heel, McKay construc- 
an See Os Il Sea eo 












6653—White Buckite Bal, oak sole, 9/8 
rubber heel, McKay construction. Sizes 
re ete aya aa oo oe Keech 1.55 








6650—White Buckite Bal, cord vamp, 
composition sole, 9/8 rubber heel, McKay 
construction. Sizes 1/6 ........... 1.40 





6652—White Buckite Blucher, cord vamp, 
composition sole, rubber heel, McKay 
construction. Sizes 1/6 .......... 1.40 


























| 
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IN LESS EXPENSIVE WHITES, 
ENDICOTT JOHNSON QUALITY IS HIGH! 


Shoe making skill really comes to the fore in the manu- 
facture of less expensive shoes. It takes real crafts- 
manship to turn out an exceedingly popular low priced 
line that retailers actually look forward to selling. 


Endicott Johnson uses the same effort and time and the 
same highly skilled class of workmen in making these 
men’s and boy's whites as employed on their higher 
priced lines. Because of Endicott Johnson's tremendous 
leather and raw material sources, really much finer 
shoes are offered than you would ordinarily expect 
for these low prices. 


If you want shoes that are In-Stock ready for immedi- 
ate delivery, in short, “Better Shoes For Less Money’, 
write your order today | 


663!1—White Elk Bal, composition sole, 
rubber heel, McKay construction. Sizes 
OSS a 


IN STOCK 








ST. LOUIS, MO. 
NEW YORK CITY 














COLONIAL 
SNO-WHITE 


IN CHILDRENS SHOES 


* Edwards 
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Answer to the Prayer of a Million Mothers 


Colonial Sno-White Patent is the ideal 
leather for children’s dressy shoes be- 
cause, in the first place, it is dressy and 
— fully as important — because it is so 
easy to keep spick and span. 

The way J. EDWARDS of Philadelphia 
use it shows why this firm is tops in the 
juvenile field. Not only are their Sno- 
White shoes nicely styled to please chil- 


An EDWARDS Junior 
Footwear Sandal in 
Colonial Sno-White 


dren but they are so beautifully made 
that mothers cannot fail to see that they 
will wear long and well. 

Richness, lustre and good looks always 
help to sell a Colonial Sno-White shoe 
the first time. It’s the proof of its utility, 
quick cleaning and long wear that brings 
in the re-sales— and the increased profits. 
COLONIAL TANNING CO., BOSTON, MASS. 
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RED BALL 


SPEEDS SUMMER SALES 


PLAYLAND—A smart little two-eyelet tie for youth- 
ful customers. Crepe sole. Beveled heel. A choice 
of pleasing color combinations. 


GRANADA—Fancy uare-weave fabric in a choice 
of white, blue or yellow. Crepe sole. 10/8 covered 
wood heel. Active-foot last. A and C widths. 


COMMODORE—A very attractive oxford. Mens and 
womens sizes in white duck. Mens sizes in the 
popular dark blue. Crepe sole. Beveled heel. 


Vacation footwear for all the family is today's 
profit-winning promotion. This growing de- 
mand for footwear for “active leisure” is com- 
pletely met by BALL-BAND. The few numbers 
illustrated here show how style, comfort and 
practical service are combined to create sales 
wherever the line is placed on display. And 
sales are further speeded by the fact that 
consumers everywhere accept the Red Ball 
trade-mark and the name BALL-BAND as 
complete assurance that they are buying 
the finest footwear made. 


Get your share of this desirable business. 
Send today for a special summer footwear 
booklet. 


LOCKER SANDAL—All-rubber. For beach, locker 
room and shower. Thick, comfortable sponge rubber 
sole. A fast selling specialty for men and women. 


WEARMORE—Canvas sport shoe with suede-leather 
vamp inlay which assures more wear. An exclusive 
feature that builds profitable repeat business. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
280 Water St., Mishawaka, Indiana 














Jarman’s new Fall styles, backed by the biggest and most colorful national 
advertising campaign ever to appear for any men’s shoe manufacturer, 
will start thousands of men heading for the nearest Jarman dealer. 


Never before has any shoe manufacturer gone to 
such great lengths to help you sell. Month after 
month, every month from the season’s start and con- 
tinuing right on through to the new year, Jarman 
advertisements will appear in the big, important 
national magazines . . . Esquire and The Saturday 
Evening Post. This will be advertising with real 
driving power. Full pages, full color .. . the kind 
that speaks right out. More styles will be pictured. 
More reasons why Jarman’s are today’s best buy 
will be given. Millions of men will see the smart 
New Jarman shoes, will read why and where to 
buy them. Still Jarman does not stop there. 


Special month-by-month store promotions have been 
planned, and Jarman will furnish you with all 
materials needed to do this job. Mailing cards, 
folders, window displays, newspaper mats, are 
ready for you now. Prepare to profit this Fall by 
lining up with Jarman. Stock your store with 
Jarman shoes, the most widely advertised, most 
talked about shoe in America. Your Jarman rep- 
resentative is on the way. He will give you full 
particulars. Listen! Look! Order! Be ready for a 
record season of selling. For further information 
write JARMAN SHOE CO., Nashville, Tenn.. 
Division of General Shoe Corp. 


FRIENDLY SHOES 
CUSTOM SHOES 


$ 5 to §$ y 
Included in Jarman’s new Fall line are two 
new features destined to become the fastest 
selling feature shoes in the trade. The new 
Jarman Friendly “Airflator” and the new 
Jarman Custom “Two-Plane.” Their sell- 


ing price will be considerably lower than 
you might expect. Be sure to see them. 


Meet THE STAR SALESMAN OF THE YEAR...HE’S ON THE NEXT PAGE 








~ 
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HE WILL BE 
YOUR STAR SALESMAN 


Soon all America will know this little 
man. He makes his first public appear- 
ance on Jarman’s National Fall adver- 
tising pages. He is the symbol of the 
Jarman Tread-Test. This actual walking 
test makes an effective sales appeal. It 
will sell shoes for you. And remember, 
this little man and the Tread-Test are 
exclusively Jarman. Put them to work 


TREAD TESTED for your store this Fall. They’ll start 


Like car-makers, Jarman pre-tests every new model. ‘sales moving fast. JARMAN SHOE 


We call it the Tread-T est. It is an actual walking test, . ies 
mile after mile, day after day. The Tread- Test assures COM PANY, N ashville, Tenn. Division 


you that your Jarman shoes will keep their smart 
looks and give lasting satisfaction. of General Shoe Corp. 


Jarman shoes priced to retail $5 to $7.50 


FRIENDLY SHOES 
CUSTOM SHOES 


EVERY DAY MORE THAN 5,000 MEN BUY JARMAN TREAD-TESTED SHOES 
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the valli 


O 





ae , Citas 


PHILADELPHIA 
PENNSYLVANIA 





Tanneries in Philadelphia and Gloversville. Branch Offices in New York, Boston, Cincinnati, 
St. Louis, and Milwaukee. Agencies in London, Paris, Basel, Milan and other Foreign Cities. 
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Let’s Find Out 


—in Boston... 


BOSTON 
SHOE FAIR 


JUNE 1,2,3 


























®@ 
What’s New in Shoes 


What’s New in Leather 


The Price Situation 
The Scene Changes 
—for Fall... 


WW: so many vitally important 
shoe problems arising and be- 
fore you buy a single pair of shoes for 


fall, plan to be in Boston June 1, 2, 3 


—Confer with makers of your shoes 





—See spread before you hundreds of 





CQO O0OOOOO0 808080808) 


Present indications point to the greatest Boston 
Shoe Fair in history—Hotels are rapidly filling— 
We urge you to avoid eleventh hour disappoint- 
ment by making room reservations both for sam- 
ple and sleeping rooms NOW. 








lines of new fall footwear in every 
price range—Take your pick from the 
Nation’s Shoe Makers: Enjoy a few 
days of recreation at any one of the 


famous New England beaches—Come 
oR Room ReEsErRvaTIONS 
WRITE OR WIRE 


JAMES H. STONE 
Secretary and Manager... 


prepared for work and play. It will 
pay you dividends in cash and health 
for a whole year. 


Reduced railroad rates. Inquire of your local ticket agent for either 
30 day reduced rate ticket or regular summer tourist rate and save money. 


New ENGLAND SHoe & LEATHER Ass’N 
166 ESSEX ST. ... BOSTON 
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In Stock: 


The EXMORE, S-732 


In Stock: 


The MILBURN, S-374 


In Stock: Tie EXMORE, 8-731 and The SAXON, S-653 


FLORSHEIM Crolf SHOES 


FOR MEN AND WOMEN... The ONLY Footwear 


Endorsed by the te ‘o, A 
a (Professional Golfers’ Association of America) 


In Stock: 


The HOBNOB, W-387 


In Stock: 


The VARSITY, W-388 





Florsheim has been selected as the exclusive 
maker of official P. G. A. golf shoes. And, since 
millions of American golfers look to the mem- 
bers of the P.G. A. for advice on golf and golf 
equipment, we feel confident that a mighty 
new market will be created for the dealers who 
feature Florsheim shoes. 


: TO RETAIL AT 8] 350 


STREET STYLES FOR MEN: Most Styles $950 and $70. ror women: Most Styles $7Q50 


THE FLORSHEIM SHOE COMPANY Manufacturers e CHICAGO 





